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AT-HOME COMFORT 
ON THE ROAD

Dometic DMC4101 10 cu. ft. compressor refrigerator 

Designed for the rigors of over-the-road living, the DMC4101 is the refrigerator  
RVers rely on day after day, year after year.  
 
• Variable speed 12V DC compressor
• Improved efficiency and durability
• Hidden digital control panel offers three cooling modes
• Stainless steel doors with wrapped edges
• Dual crisper drawers and tempered glass shelves
• Recessed positive locking handles

Contact your Dometic rep to place an order.

RVP_DOME_2205A.indd   1RVP_DOME_2205A.indd   1 4/15/22   10:24 AM4/15/22   10:24 AM

http://www.dometic.com/en-us/us


AUTO-DETECT
INTRODUCING

INTELLIGENT BATTERY DETECTION

For more information, contact the For more information, contact the Power ProsPower Pros  
at at 574-294-8997574-294-8997 or  or wfcoelectronics.comwfcoelectronics.com

For more information, contact the Power Pros 
at 574-294-8997 or wfcoelectronics.com

Exclusive to WFCO Converters, Power Centers, and MBAs, Auto-Detect is a new  Exclusive to WFCO Converters, Power Centers, and MBAs, Auto-Detect is a new  
Patent Pending technology that will Patent Pending technology that will DETECTDETECT Lead Acid or Lithium Ion batteries and   Lead Acid or Lithium Ion batteries and  

AUTOMATICALLYAUTOMATICALLY change the charging profile based on the battery.   change the charging profile based on the battery.  
Auto-Detect Enables RV owners to optimize their batteries without needing  Auto-Detect Enables RV owners to optimize their batteries without needing  

to change out an entire converter or operate a manual switch.to change out an entire converter or operate a manual switch.

Exclusive to WFCO Converters, Power Centers, and MBAs, Auto-Detect is a new  
Patent Pending technology that will DETECT Lead Acid or Lithium Ion batteries and  

AUTOMATICALLY change the charging profile based on the battery.  
Auto-Detect Enables RV owners to optimize their batteries without needing  

to change out an entire converter or operate a manual switch.

• The latest innovative technology from the WFCO Power Pros• The latest innovative technology from the WFCO Power Pros
• Lead Acid and LiFEPO4 compatible• Lead Acid and LiFEPO4 compatible
• Detects battery chemistry, automatically  • Detects battery chemistry, automatically  

changes and optimizes charging profilechanges and optimizes charging profile

• Innovative processor system that controls charging • Innovative processor system that controls charging 
based on the need of the batterybased on the need of the battery

• Improved fan control for better cooling and efficiency• Improved fan control for better cooling and efficiency
• Continuous monitoring provides superior  • Continuous monitoring provides superior  

performance and battery maintenanceperformance and battery maintenance

• The latest innovative technology from the WFCO Power Pros
• Lead Acid and LiFEPO4 compatible
• Detects battery chemistry, automatically  

changes and optimizes charging profile

• Innovative processor system that controls charging 
based on the need of the battery

• Improved fan control for better cooling and efficiency
• Continuous monitoring provides superior  

performance and battery maintenance
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CONTENTSCONTENTS

Women Leading the Way 
This annual special coverage highlights 10 female 
industry professionals from various market 
segments who are making their mark in the RV 
industry.

PAGE 10

West Va. Couple Are Mountain Movers
Despite a prior lack of industry experience, 
husband-and-wife team Joe and Gina Starett 
have built Mountaineer RV & Outdoor Center into a 
power player in the West Virginia RV dealer market.

PAGE 34

Q&A with RVWA’s Susan Carpenter and 
Denise Chariya
The duo discusses RVWA’s first-ever symposium 
and other planned events for 2022, plus the 
Alliance’s goals for the future.

PAGE 40

King of the Airwaves
Woman-led KING prospers thanks in part to its 
focus on creative problem-solving, making its 
products easy to use, having a good team and 
valuing diversity.  

PAGE 46

RV MANUFACTURING

Celebrating a Landmark
With its 20-year anniversary drawing near, 
Heartland RV’s luxury Landmark fifth wheel is not 
resting on its many laurels. 

PAGE 52

PAGE 34

PAGE 52

WOMEN
IN BUSINESS

Lorem ipsum

SPECIAL SECTION: 
RV PRO’s Annual 
Women in Business 
Spotlight

RVPMAY-ADS.indd   4RVPMAY-ADS.indd   4 4/15/22   11:30 AM4/15/22   11:30 AM



���������
574-264-3437  |   (800) 846-9659   |   EQSYSTEMS.US

55169 Co Rd 3 NORTH, Elkhart, IN 46514

Now offering
Custom Wire Harnesses

& Battery Cables

��������������������������������������������������������������������������������������������
��������������������������������������������������������������������������������������������������������������


WE’LL GET YOU
LEVEL IN MINUTES

#getlevel
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RV OE FOCUS

Solar Awning Powers Off-Grid Adventures
Xponent Power’s Xpanse Solar Awning is designed 
to give RVers a solution for extended off-grid 
camping. 

PAGE 58

RV AFTERMARKET

Special Product Focus: 
Camping & Pet Products
This month’s special product focus is dedicated to 
products designed to help RVers enjoy the great 
outdoors, as well as those dedicated to RVers’ pets. 

PAGE 62

RV INSIGHT

PRO F&I Advice: Jan Kelly
Guest columnist and F&I expert Jan Kelly makes 
the case for why the finance department needs to 
be a party to all RV sales transactions taking place 
in the dealership.

PAGE 74

DEPARTMENTS:

Editor’s Note  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 8
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CONTENTSCONTENTS

ABOUT THE COVER: 
This month’s cover features 
members of the RV Women’s 
Alliance, which is looking 
to expand on its recent 
successes with even more 
educational events and 
offerings for members. (Photo 
by Steve Toepp with Midwest 
Photographics)
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AT GRAND DESIGN OUR GOAL IS SIMPLE... 
Continue leading the industry with quality products while improving 

the customer’s RV experience before, during, and after the sale.

GrandDesignRV.com
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A Force to Be 
Reckoned With

Leadership is a mindset – not a position.
And when it comes to recognizing great leaders, there’s no 

shortage in the RV industry. Especially in May, when RV PRO 
turns the spotlight on remarkable women tackling a market that’s 
demanding diverse ideas, product innovation and creative solutions 
more than ever before. 

As a young “woman in business” myself, I was moved and encour-
aged by the stories in this year’s Women Leading the Way – our 
annual feature highlighting 10 industry pros who exemplify good 
leadership and are helping drive their organizations to new heights.

Take the story of Michilah Grimes, director of corporate and 
community impact for Lippert, whose nonprofit work has helped 
generate more than 550,000 hours of community service on a global 
scale. Or Selma Salihagic, general manager of Airxcel’s Aqua-Hot 

brand – once a Bosnian refugee with $50 in her pocket who later handled an aerospace 
manufacturer’s contracts with the U.S. Department of Defense. Or Janine Pettit, founder 
and editor-in-chief of Girl Camper and Girl Camper Magazine, whose once small blog 
garnered a Go RVing partnership and a new magazine with a national honorable mention 
award for design.

That’s just a peek at this month’s issue, which defines success in many ways. Also inside 
of our special section celebrating women in business, read about several accomplished 
husband-and-wife duos, plus a Q&A covering the plans of the RV Women’s Alliance. 

The long-standing notion of the RV industry being mostly men isn’t stopping the 
growing presence and influence of women. A recent RVWA survey found a 16-plus per-
cent increase in overall representation of industry women since 2019. While that number 
may be small, it’s a step forward – not only for us ladies, but for the entire industry and 
its evolution. 

A Change in the Winds
The RV PRO team is shifting just in time for the annual Women in Business issue. 

Rebecca Tittel, who joined the publication in May 2021 as sales coordinator, was pro-
moted recently to media consultant for the eastern United States.

“I have loved working with everyone in an ad support role, and I am so excited to be 
able to work with you in this new capacity,” Tittel said.

Taking over Tittel’s former role is Brooke Anderson, a born-and-raised Texan and 
graduate of Oklahoma State University, who recently moved to Colorado.

“I’m thrilled that my new position with RV PRO will allow me the unique privilege 
to leverage my array of experience and skills into one role, and look forward to diving 
headfirst into this new opportunity for growth and experience,” Anderson said.

RV PRO is delighted to have Tittel and Anderson move forward in their new capacities. 
Both positions are crucial to our publication’s success. 

As always, thanks for reading – and cheers, ladies!

Jordan 
Benschop
MANAGING 

EDITOR
jbenschop@nbm.com
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Travel and explore in five-star comfort with  

the Furrion Chill. Aerodynamically designed,  

mid-profile and powerful, this air conditioning 

system brings high cooling capacity and  

ultra-quiet operation to life …RV life. 

Chill Out 
When You’re In.

High cooling capacity, cools RV 
down faster (14.5K or 15.5K BTU) 

Dual-fan technology with 
high energy efficiency ratio (EER)  

Ultra-quiet for 
enhanced comfort 

®

Discover more at www.furrion.com

©2007-2021 Furrion Ltd. Furrion®, Furrion Chill® and the Furrion logo are trademarks licensed for use by Furrion Ltd. and registered in the U.S. and other countries.
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Now in its seventh year, RV PRO magazine is again 
recognizing standout women in the RV industry in 

its annual Women in Business special section, including 
this Women Leading the Way feature article. 

This year’s 10 noteworthy female professionals are 
notable for their accomplishments and leadership in 
areas including diversity, product design, profitability, 
marketing innovation, community outreach and much 
more. As in past years, this year’s honorees come from a 
variety of industry segments, including OEMs, suppliers, 
distributors, dealerships and independent businesses.

While the women profiled in this section have unique 
backgrounds and came to the industry via different 
paths, they are united in their belief that the industry 
offers invaluable experiences and opportunities for both 
women and men who are willing to work hard, seek out 
talented mentors, and embrace challenges. 

So, join RV PRO in celebrating the notable 
accomplishments of these women. RV PRO sincerely 
thanks all of our honorees for sharing their stories. 
Additionally, tremendous thanks go to this year’s 
sponsors: Century Chemical, Cummins Power 
Generation, Graphix Unlimited, Keystone RV, NTP-
STAG, Northpoint Commercial Finance, Patrick 
Industries, RV Women’s Alliance, THOR Industries and 
United States Warranty Corporation. 

By Darian Armer, 
Lisa Dicksteen, 
Holli Koster,
Stephanie Patrick 
and Jordan Benschop

Women Women 
Leading Leading 
the Waythe Way

SPONSORS:
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Renee Jones
Head of Marketing 
THOR Industries

At the height of the Black Lives Matter move- 
  ment in 2020, THOR Industries research found 

that people of color often did not feel comfortable 
camping and RVing.

“The feedback,” says THOR Head of Marketing 
Renee Jones, “is that people of color don’t feel safe – 
not because of a bear or a snake, but, often, because 
of white people. That really hit home for our leader-
ship team, and it became very important to us that 
everyone have the same opportunity to be outdoors 
and enjoy nature and its healing effects.”

As a result, Jones and her team – which operate 
in support of THOR’s family of companies – are 
forging national partnerships and transforming the 
company’s marketing with a focus on diversity, equity 
and inclusion. 

One major program Jones helped lead is the cre-
ation of the Together Outdoors Coalition. Founded 
and funded by THOR Industries, the coalition is 
operated and led by Outdoor Recreation Roundtable 
(ORR) with representation across the recreation spec-
trum. Through ORR, the coalition works closely with 
state and national legislators and the U.S. Department 
of the Interior to make the outdoors a more inviting 
place for marginalized populations. 

In the inclusion space, THOR also is partnered 
with Girl Scouts of the U.S.A. for its Girl Scouts Love 
State Parks program and also with First Descents, an 
organization that provides outdoor adventures for 
young adults affected by cancer and other serious 
health conditions.

While Jones is enthusiastic about efforts to trans-
form the industry and make the outdoors more wel-
coming to all, she is also proud of the work her team 
has been doing internally to make sure marketing 
efforts on behalf of THOR’s family of companies 
are inclusive.

Coming to the RV industry following a career 
predominantly focused on consumer packaged goods, 
Jones led a marketing agency with Jayco as a client. 
Originally from Elkhart, Ind., she returned to the area 
10 years ago, transitioning in 2017 to lead corporate 
marketing for Jayco and rising to become head of 
marketing for THOR Industries just two years later.

“Just a few years ago at the corporate level, we 
really didn’t have a marketing team,” says Jones. 
“Being able to build the team and help provide our 

family of companies with data and consumer insights 
they could use to be successful and improve the con-
sumer experience has been extremely rewarding.”

Jones says she is grateful not only to her team, but 
for the relationships she’s developed with the mar-
keting teams at each of THOR’s companies around 
the globe – and the partnership that has developed 
as a result. 

A recent high point for Jones was leading the 
public relations and communication efforts around 
THOR’s January launch of the company’s first electric 
RVs, during the 2022 Florida RV SuperShow. 

Reflecting on her successful career in the RV 
industry, Jones says her work with cross-functional 
teams has been the most vital to her growth. She 
says, “My biggest advice to people coming into 
the industry is to get in as many cross-functional 
experiences as you can so that you can truly learn 
the business and understand your organization 
comprehensively.”
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Michilah Grimes
Director of Corporate and Community Impact
Lippert

One thing was made clear about Michilah 
Grimes’ work – at the end of the day, it’s much 

larger than Lippert. 
Joining the large and thriving company at the start 

of a cultural shift in leadership isn’t an ordinary task. 
After running nonprofit events and starting a family, 
Grimes joined Lippert part-time. She blossomed in 
her first year, garnering the support of President and 
CEO Jason Lippert to head the company’s commu-
nity outreach efforts – a nonexistent role at the time.

“It’s not just about the donation side of things,” 
she says of her position. “It’s about volunteering and 
being that force for good, having a positive impact 
in our communities and inspiring others to get 
involved.”

Grimes meets with several nonprofits each week, 
based on employee suggestions and involvement. Her 
team of four works directly with HR members across 
Lippert’s 90-plus facilities to lead volunteer initiatives 
at its individual plants and across the corporation.

Finding innovative ways for people to give back 
– which often goes beyond writing a check – is an 
underlying theme throughout Grimes’ career. Not 
everyone has the means to attend a nonprofit event 
or give at an auction, she says – a notion that shifted 
Lippert’s dynamics.

“How do we make (giving back) a level playing 
field?” Grimes says of the company’s outreach plan-
ning. “How do we have more impact? And what 
can set us apart?” 

The first answer was creating Lippert’s “100,000 
Hour Volunteer Initiative” in 2017 – a community 
service effort that has since garnered more than 
550,000 hours of volunteer work by Lippert team 
members across the globe. The move sparked a shift 
in company culture and spawned initiatives in many 
areas of need, including a recently launched grant 
program offering $500,000 to nonprofits dealing 
with kids’ mental health following the COVID-19 
pandemic

“It’s truly not about Lippert,” Grimes says. “It 
has to do with the change that is being made, and 
people finding purpose and getting involved who 
would’ve never gotten involved if we didn’t start this 
initiative. It’s so powerful.” 

The organization’s volunteer efforts have caught 
the eye of campgrounds seeking innovative family 

activities, along with RVers themselves pursuing pur-
pose in their travels – areas that Grimes says she is 
currently focused on. As a member of the Emerging 
Leaders Coalition, she recently proposed a first-ever 
volunteer initiative for the entire RV industry.

“I think this industry is truly special,” she says. 
“I feel there’s no other industry that really wraps 
their arms around giving – whether its financially, 
or their time and talents – like this industry does.”

Grimes credits Jason Lippert with helping her to 
build essential relationships within the RV world.

“He (Jason) has always let me kind of run with 
what I think is going to work best, but also helped 
me understand the industry and really connected 
me with the right people to be successful in this,” 
she says.

Outside of her own accomplishments, Grimes 
says she holds something dearer.

“I am most proud of our team members who have 
bought into this and the change they are making – 
it’s not even about the hours,” she says. “I could say, 
‘Hey, this nonprofit really needs us.’ No questions, 
our team rallies and gets people out there to help.

“It has been extremely humbling and I’m just 
thankful I’ve had this opportunity.”
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At Cummins, engineering solutions that build prosperous  
communities has been part of who we are since our company’s 
founding. We continue this legacy of community problem-solving  
with Cummins Powers Women, our most ambitious community  
initiative ever. Cummins Powers Women unites our leaders and 
employees around the world in finding solutions to gender inequality 
in our communities, reinforcing Cummins’ commitment to the 
advancement of women everywhere. 

All of the women featured above are an integral part of bringing  
the Cummins product to the RV industry.
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Make traveling with your pet
easy & hassle-free with innovative
American-Made pet products by
DUO-PETS.

GO PET B&B

 The first hard-sided luggage
for pets

  
 

RV SCREEN DOOR PROTECTOR
Compatible with almost all RV doors
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NEW FROM
DUO-PETS

ULTIMATE  PET  FEEDER
STORAGE TUB

• Elevated Feeding Station
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Kathy Adams
Chief Commercial Officer
ATC Trailers

Kathy Adams got her start in the RV industry by 
putting her degree in mechanical engineering to 

good use as a design engineer with Reese Products. 
She created hitches for RVs to make them more 

functional for the customer. When an RV goes down 
the road carrying things like bikes, the mechanism 
that makes that possible is what Adams spent time 
designing. 

“My passion has been creating things that delight 
customers and end users in a way that makes their 
life more fun,” Adams says. “Why not be in the RV 
industry and get to create all these cool things people 
get to go use in their free time and enjoy?”

It was during her time with Reese that Adams 
earned her MBA. Adams stayed with Reese for 10 
years before taking an opportunity with Whirlpool, 
where she worked for another 10 years.

“Reese was instrumental in helping build me, 
then Whirlpool was instrumental in taking me to 
that next level, dealing with multiple product lines 
and levels of distribution,” she says. 

Adams credits Rick McCoy with hiring her to 
work at Reese and spending time mentoring and 
shaping her into the executive she is today. 

“He gave me confidence and the opportunity to 
think about the business. He drove me to go from 
a design engineer into really looking at the business 
differently and going back to get my MBA,” she says. 
“He encouraged me to grow beyond where I was at 
the time. What I really appreciated about him is that 
he immediately noticed there was more to me than 
meets the eye and really fostered my capacity to grow.” 

After 10 years with Whirlpool, Adams decided 
to return to the RV industry. She worked elsewhere 
before her current role as chief commercial officer 
(CCO) at ATC, which makes RVs and trailers to haul 
any cargo, including toys and vehicles, with optional 
living space.

“I enjoyed my time with appliances (at Whirl-
pool) but coming back to the RV industry felt right 
to me. It felt like coming home,” Adams says. “I’m 
so energized about the products and possibilities. 
There are so many toys utilized out there, and how 
do you get them out there? Motorcycles, ATVs – how 
do we get those around?”

Adams has another mentor in her new role, ATC 
CEO Robert Paden.

“He’s been instrumental in showing me inno-
vative ways to grow businesses differently. He has 
really utilized me as I am and what I can bring to 
the table. I have so much respect for that. He’s really 
teaching me.” 

Meanwhile, Adams has a wealth of experience 
she is happy to pass along to those just starting their 
careers in the RV industry. 

“Be strong. Allow your voice to be heard. Don’t 
be intimidated by some of the folks that have been 
in the industry for years,” she says. “There’s lots of 
opportunity here. We really want that fresh look and 
voice to help drive us forward. That will always be 
needed in the industry.” 

In her job, Adams says she starts each day by 
walking the manufacturing floor so she can see and 
feel the product and interact with employees. She 
says it sets her up for the day so she can sit down 
and strategize where to take the business and what 
gaps there are.

As for the future, Adams says she has no plans 
to slow down. 

“I’m never going to retire. I’m having way too 
much fun,” she says. “I would consider myself a driver 
of change – and as long as I have the ability to grow 
and change and bring more things that meet con-
sumer demand and meet customer needs – I’m all in.”
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RVWA is excited to present their first ever Educational Symposium, 
a learning event for current and future leaders in the RV Industry.

O C T O B E R  1 0 – 1 2  •  2 0 2 2
The Renaissance Schaumburg  
CONVENTION CENTER HOTEL

551 Thoreau Dr N, Schaumburg, IL 60173

Two days of learning will be led by Purdue 
University where you will learn:

•  Effective Coaching, Communicating and Listening  
Are key elements toward building an intentional culture. 
An interactive course allows participants to practice 
utilizing Emotional Intelligence & Productive Conflict 
Resolution with active listening, communicating & 
coaching. Learn how to apply best practices & techniques 
in real-world situations.

•    IDEA – Inclusion • Diversity • Equality • Accessibility 
Leaders and employees need to recognize the value 
of working together as a diverse, cohesive team to 
achieve top-level organizational performance. Inclusion, 
Diversity, Equity, and Access (IDEA) plays a role in 
working more effectively - as a team and an organization. 
This course helps you understand unconscious biases 
and how to overcome those biases to be a more 
productive team.

RV PRO DISCOUNT - ENDS 05/15

Hurry! Limited spots available

Use code RVPRO
www.rvwa.org/education-symposium

Join RVWA for FREE today!     rvwa.org

Special Guest: Mary Kelly
Mary Kelly improves profit 
growth. As an economist, 
corporate strategist, and 
leadership development expert, 
Mary translates economic data 
that business leaders can use to 
make the right decisions.

Platinum Sponsor
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Stacey Miller
Brand and Communications Manager
Dexter Axle

As brand and communications manager for Dexter  
  Axle, Stacey Miller goes to a lot of meetings. 

“My family says, ‘you can’t possibly need to have 
all those meetings’ – but I do,” she says. “They are 
with different people in different departments about 
different things: marketing, branding, product devel-
opment and innovation. We do brainstorming, have 
conversations, think through issues – all the creative 
aspects of our business.”

Most of these are things that draw on her bache-
lor’s degree in graphic design and her years of expe-
rience in marketing and branding, much of it in the 
RV industry and all of it in Indiana. 

“It’s a small world; a small town,” she says. “I 
grew up here, my family is here, so it was a natural 
progression to want to work here.”

 “Here” encompasses the community, the industry, 
and the company. 

“We are very diverse in the channels we serve and 
it’s rewarding to know we can have an impact on an 
industry that’s really geared toward fun and end-users 
just trying to enjoy their time,” she says. “It’s also 
relaxed, especially as compared to other industries like 
auto and food, which are much more constrained.”

Such an “ever-changing” industry allows different 
people to shine in different areas. While there is no 
one individual Miller considers a mentor, she has 
not been without guidance. 

“Fortunately, I have worked with a lot of really 
great co-workers, bosses, etc. All those folks that saw 
potential and supported my career development by 
placing me in situations where I could expand my 
skill set,” she says. “I have also had some really excep-
tional influences in my personal life, especially my 
grandparents and my parents, just the kind of people 
they were. They taught me to work hard, give back, 
be kind. I know it’s a cliché, but working hard and 
showing up are crucial.”

This is advice she shares with those she works 
with, no matter their gender. However, naturally, 
the fact that she is a woman in a male-dominated 
industry has not escaped her notice. 

“I try not to think about it; I try not to make that 
be a meaningful component,” she says. “I try to just 
be myself – a very driven individual with my own 
unique skill set. It’s really an open book as to what 
you can do; how you can influence things.

“You shouldn’t have to shift your person to meet 
somebody’s expectations,” she adds. “As women, we 
need to support each other, empower each other, be 
there for each other. It’s important that we not be 
intimidated by other women reaching positions of 
power. Instead, we should be impressed.

  “We’ve all, as women in an industry that’s 
male-heavy, had experiences where someone might 
assume we don’t have the skill set or the knowledge. 
I just brush that off. That’s on them,” Miller says. 
“What’s interesting is that there are more instances 
where you’re working the booth at a trade show, and 
someone comes up and asks a really detailed com-
plex question and I say, ‘Wow! I’m really glad you 
think I have the knowledge to answer that’,” before 
connecting them with someone with the appropriate 
knowledge.”

Gaining the knowledge to influence things is 
important to her, and Miller says she is particularly 
proud of the fact that in 2021 she completed the 
Kellogg Executive Scholars program at Northwestern 
University.
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Selma Salihagic
General Manager
Aqua-Hot

The image of the refugee coming to America with 
$50 and a dream may seem like a cliché – unless 

it’s your story. 
In 1997, toward the end of the war in Bosnia, 

Sarajevo native Selma Salihagic, her husband and 
their 2-year-old daughter arrived in the U.S. with  
two duffle bags and $50. Her husband did not speak 
any English and she only knew what she’d learned in 
school. She laughs at the memory of thinking that 
much English was going to be enough. 

“But,” she says now, “we worked hard, believed in 
ourselves, had guts. It all prepared me to take on this 
challenge and keep growing this company.”

Salihagic’s first job in the RV industry was as a 
manufacturing manager with Carefree of Colorado. 
Then, she went back to school. Building on her BS 
in mechanical engineering, she earned her master’s 
degree in the same arena. Armed with that, she joined 
Ball Aerospace, where she was a senior engineering 
manager, handling the company’s contracts with the 
U.S. Department of Defense.

She laughs when people ask how she feels about 
working in the “male-dominated” RV industry, saying, 
“After the DoD?” There, she says she was “always 
being told, ‘You have to change. You have to think 
and behave like a man.’ I hated that. Why not accept 
me as I am? I am authentic and I am definitely good 
at what I do.”

In contrast, “In the RV industry, not one person 
gave that advice. They treated me as what I am – a 
professional businesswoman and successful leader,” 
she says.

“It doesn’t matter whether you’re male or female. 
There are so many opportunities in this industry. 
Look around, find them, keep pushing and keep 
going. Take every opportunity that comes your 
way and then take your people with you on the 
journey,” say Salihagic, a Lean Six Sigma Black Belt 
who was named general manager of Aqua-Hot in 
September 2019. 

Her 2019 job interview at Airxcel, which owns 
Aqua-Hot, “was really tough,” but is the way she 
interviews potential new hires today. She laughs again 
as she recounts being shown the org chart during that 
interview and seeing the name of Jeff Rutherford, 
Airxcel’s CEO and formerly the president of Carefree 
of Colorado from her time with the company. He 

was a mentor to her there and remains one today. 
“He’s only a phone call away,” she says. “He equips 

me with advice or a different perspective. And some 
discussions are tough. But I always leave feeling 
stronger.” 

Her voice softens as she mentions her other 
mentor, industry veteran Kevin Phillips. 

“He was always there for me,” she says. “He was 
more than a mentor; he was my rock, and since he 
passed, I miss him so much.” 

Now, being able to offer opportunities and assis-
tance to others on her team is one of her main joys, 
according to Salihagic. 

“Today, I have the power to change somebody’s 
life – just like somebody in the past helped me to 
change my life. Now, I can send that elevator back,” 
she says. “That’s where I am spending the majority 
of my time.”

Salihagic’s day “starts with numbers – parts, ship-
ping, profit.” But it “ends in the shipping department. 
I like to see all that Aqua-Hot product packed and 
ready to go – to know that my product is going to 
travel with people and help them make memories 
with the people they love.”
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Laura Dobbs
Director of Service and Customer Experience
General RV Center 

Laura Dobbs spent 10 years in the pharmaceutical 
industry honing her skills in regulatory compli-

ance and customer care before joining General RV as 
the director of customer experience in 2017. 

While Dobbs didn’t have a ton of experience with 
the RV world, she knows customer service like the 
back of her hand. 

“When the opportunity became available at 
General RV, I thought it would be a good expe-
rience to see what I could do,” she says. “We had 
an RV when I was an older kid and we did a few 
camping trips, but I wasn’t really a big RV camper. 
It was a whole learning experience for me. I didn’t 
know the ins and outs and brands coming into this. 
I had to learn it.” 

The first four weeks on the job, Dobbs was in 
the dealership sitting on the front line with service 
managers so she could learn the entire flow, customer 
expectations during the purchase, service and overall 
experience. She spent the rest of her first year in the 
customer experience department talking to customers 
about what they needed. Her role mainly involved 
handling legal issues and complaints. 

“It was the best education I could get to see what 
our teams do every day. I spent time understanding 
where we had opportunities in the dealership, the dif-
ferent brands, and what expectations were,” she says. 
“Working with customers through the customer expe-
rience director role really got me to understand those 
expectations and see where we could meet them.” 

Dobbs says she learned about the industry from 
her peers and during visits to OEM plants. 

“Seeing what an actual RV manufacturer looks 
like was eye-opening. If you don’t grow up in the 
industry, you come in thinking it looks like automo-
bile manufacturing,” she says. “I came in as a sponge 
and soaked it all up.”

In 2018, Dobbs took over management of the 
service department, merging the customer experience 
department with the service department, which is 
how she got her current title as the service and cus-
tomer experience director at General RV.

She spends her days looking at the profitability 
of service, making sure the service department is 
profitable every single day and that the team is the 
most efficient it can be, all while creating the premier 
RV experience for customers on the ownership side.

“Everything we do is centered around being the 
premier RV partner for customers and manufac-
turers,” says Dobbs. “The whole reason customers 
purchase an RV for the most part is to create lifelong 
family memories. That’s what camping is all about. 
As long as we continue to focus on the fact that 
customers typically buy an RV for fun and relax-
ation, we should make the rest of their experience 
that way as well. Buying needs to be filled with fun 
and enjoyment.” 

Dobbs advice to those just starting their careers in 
the RV industry builds on that customer service ideal. 

“My advice to those coming into this line of 
work is to really have that goal of customer service 
in everything we do. An RV is definitely something 
people want – they don’t need one,” says Dobbs. “It’s 
important to continue to make every interaction with 
customers with that in mind.”
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*Statistic Source: Article. RVWA: Women’s Representation in RV Industry is Improving

Please join our team at The Studio as we celebrate women in the 
RV industry! Their positive impact and many contributions are 
seen throughout every segment of this rapidly growing business. 
 
Historically, the RV industry has been predominantly male, but 
over the past few years the female representation has climbed 
significantly. Within the last two years alone, there has been an 
estimated 16% increase* in women applicants, and more companies 
are actively seeking female employees.
 
The Patrick Industries Design Center and Showroom
has an inspiring  group of women who all bring unique
skillsets to our multitalented team. Collaboration and
connection are meaningful parts of our day to day,
and we are proud to be amongst the wonderfully talented
women who make this growth possible.

420 Roske Drive, Elkhart
www.patrickind.com

“Having worked in this industry 
for over 20 years, I have seen 
the positive impact women have 
had, and the respect they have 
earned along the way. As our 
relationships deepen, and our 
successes build, we continue to 
support and promote each other 
on our professional journey.” 
- Stacey Pletcher, Senior Designer

“I have loved building 
relationships with so many 
creative minds within the 
industry. Working with 
intelligent and imaginative 
females has helped me grow 
as a Designer and individual.” 
- Corey Payne, Senior Designer
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Julie Cox
General Manager
Campers Inn RV of Acworth, Ga. 

Julie Cox loves numbers: how they organize things, how they keep track of things, 
how they work together to let you know how you’re doing. But in 1996, the now- 

general manager of Campers Inn RV in Acworth, Ga., left banking after finding a new love.
It started when she took a job as a bookkeeper at Camping Time. 
“I knew right away this (the RV industry) was the industry I’d be in for the rest of 

my life,” she says.
Cox quickly ran through the dealership’s different jobs. When she got to sales, she 

decided to stay a while. 

“I loved the training aspect and growing a strong, dynamic 
sales team. The most rewarding thing is bringing people up and 
witnessing their success,” she says.

She kept moving up the ranks, and when Camping World bought 
Camping Time, she was assistant regional vice president. 

“I loved the thrill of opening new locations,” she says. However, 
soon she wanted to return to being a more hands-on mentor, so she 
says she “looked for another start from the ground up location where 
I could spend time growing people and watching them succeed.”

That’s when she found her true love: “I feel in my heart Campers 
Inn RV will certainly be where I call home until I retire,” she says.

One of the reasons Cox says she loves being a mentor is that 
she’s had such great ones herself. Camping Time owners Martin 
Zonnenberg and Mark Derrick, “taught me so much about the 
industry and always opened up the books and their minds and let 
me soak it all up. I am grateful to this very day to both of these 
gentlemen.” 

Then there was Josh Erickson at Camping World, who watched 
her advance into more powerful positions.

That love of mentoring “serendipitously came full circle” when 
a young man she’d hired as a salesman, trained, and then lost track 
of came back into her life by hiring her. 

“I could not be more proud of Joel (Cline) and his accomplish-
ments or more pleased to work for him,” she says. 

Cox also enjoys her daily non-routine. 
“I’m always busy, busy, busy, coaching, solving problems, 

rounding the dealership departments, emails, calls, managing 
inventory, interviewing potential new hires, budgeting, tracking 
our month’s success, diving into expenses, identifying any issues. 
When you enjoy what you do, it never feels like work.”

And she doesn’t miss her old industry at all. She says the RV 
industry is “less stuffy” and more accepting of women in positions 
of power. 

“When I left banking, there were more women than there were 
in the RV industry when I started, but none in management. When 
I left Camping World, it had 125 stores and I was one of only two 
or three female GMs. When I started at Campers Inn, I was one 
of three females out of about 26 people. Now, my store of 54 has 
10, including a rock star technician,” she says.

More women enter the industry every day. Cox’s advice to them 
is the same as her advice to that young man she mentored back at 
Camping World, “Work hard, question everything, be yourself, be 
fair with everyone and do right by your employees and customers 
and you’ll always win.”
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“I loved the training aspect and growing a strong, dynamic 
sales team. The most rewarding thing is bringing people up and 
witnessing their success,” she says.

She kept moving up the ranks, and when Camping World bought 
Camping Time, she was assistant regional vice president. 

“I loved the thrill of opening new locations,” she says. However, 
soon she wanted to return to being a more hands-on mentor, so she 
says she “looked for another start from the ground up location where 
I could spend time growing people and watching them succeed.”

That’s when she found her true love: “I feel in my heart Campers 
Inn RV will certainly be where I call home until I retire,” she says.

One of the reasons Cox says she loves being a mentor is that 
she’s had such great ones herself. Camping Time owners Martin 
Zonnenberg and Mark Derrick, “taught me so much about the 
industry and always opened up the books and their minds and let 
me soak it all up. I am grateful to this very day to both of these 
gentlemen.” 

Then there was Josh Erickson at Camping World, who watched 
her advance into more powerful positions.

That love of mentoring “serendipitously came full circle” when 
a young man she’d hired as a salesman, trained, and then lost track 
of came back into her life by hiring her. 

“I could not be more proud of Joel (Cline) and his accomplish-
ments or more pleased to work for him,” she says. 

Cox also enjoys her daily non-routine. 
“I’m always busy, busy, busy, coaching, solving problems, 

rounding the dealership departments, emails, calls, managing 
inventory, interviewing potential new hires, budgeting, tracking 
our month’s success, diving into expenses, identifying any issues. 
When you enjoy what you do, it never feels like work.”

And she doesn’t miss her old industry at all. She says the RV 
industry is “less stuffy” and more accepting of women in positions 
of power. 

“When I left banking, there were more women than there were 
in the RV industry when I started, but none in management. When 
I left Camping World, it had 125 stores and I was one of only two 
or three female GMs. When I started at Campers Inn, I was one 
of three females out of about 26 people. Now, my store of 54 has 
10, including a rock star technician,” she says.

More women enter the industry every day. Cox’s advice to them 
is the same as her advice to that young man she mentored back at 
Camping World, “Work hard, question everything, be yourself, be 
fair with everyone and do right by your employees and customers 
and you’ll always win.”

Make Your Mark with Us

A  W O M A N  L E D  B U S I N E S S

The possibilities are unlimited
www.graphixunlimited.com • 574-546-3770

We deliver small to large format custom graphics,  
backed by dedicated account support. 

We Specialize In: 
 • RV and marine exterior designs 
 • Exterior and interior window graphics

Women making an impact.

866.781.2420 | northpointcf.com

At Northpoint Commercial Finance, we believe in 

investing in people. Our high-performing women are 

transforming the world of commercial finance. Olivia 

Sananikone (Director of Business Development for 

Northpoint) is committed to her RV dealers in,  

Arkansas, Louisiana, Missouri, Oklahoma and Texas. 

Striving every day to provide the very best customer 

service and knowledge of the industry.
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Lori Keller Morrow
Director of Marketing
Keller Marine & RV 

With family ties to outdoor industries going 
back as far back as the 1950s, Lori Keller 

Morrow of Keller Marine & RV has few memories 
that don’t involve RVs in some way.

“I can even remember helping my mom decorate 
campers (when I was) a little girl for our wholesale 
shows in those early days,” she says.

Today, Morrow and her brother, Michael Keller, 
are second-generation owners of the Port Trevorton, 
Pa.-based wholesale distributor Keller Marine & 
RV, primarily serving dealers in the Northeast and 
Southeast.

Morrow says the duo works well because each 
one has different strengths. She was a co-op adver-
tising coordinator for three years before rejoining 
the family business in 1985 as the marine buyer, 
while her brother loves technology and traveling to 
visit customers. Together, they created KWEB, the 
business-to-business ordering system that allows 
dealers to look up and order parts and accessories 
from Keller. Sister and brother also established a busi-
ness-to-consumer system that ships products from 
Keller’s warehouse with the dealers’ labels; Morrow 
considers it each dealer’s own little business, and it 
allows for more marketing opportunities.

“It allows them to have to have all the inventory 
we have at their fingertips,” she says.

While serving marine dealers remains important 
to Keller, the RV business accounts for more sales. 

And while the distributor likes to be on the fore-
front of technology, Morrow says she doesn’t forget 
that customer service often requires more than that.

“You need the technology to be efficient, but I 
believe you always need to be just one phone call away 
from a person if they need you,” she says.

Morrow has led Keller’s marketing department 
since 2008, but she laughs when asked about her 
“typical” day – because she says there isn’t one. Her 
job description includes planning and designing 
Keller’s annual show and overseeing the company’s 
popular catalogs, but she can take on other roles if 
her brother isn’t available.

“The main thing I think is: How can I help that 
dealer make sure that person stays in the RV business 
and comes back and is happy,” she says.

Morrow considers her father to be one of her 
mentors because he weathered many business set-

backs over the years, yet he did so with without 
losing faith or his composure. Following his example, 
she and her brother persevered despite a fire that 
destroyed the company warehouse in 2013 and 
COVID woes in recent years.

Today, the distributorship has 70 employees, 
mostly in Pennsylvania. Many of them have been 
with the company more than 20 years and some 
worked for her father.

“I love my job,” Morrow says. “I love what I do. 
It is never boring. Every day is another challenge.”

Morrow says Cathy Sutton at Tom Manning and 
Associates is another mentor. She says Sutton’s best 
advice was: Work hard and don’t worry about your 
accomplishments – just do your job.

“If you do a good job, people are going to notice 
you,” she says.

Morrow’s advice for women and men entering the 
RV industry is to network with people in all areas 
of the industry.

“The more that you can do that, the more that 
you can learn and the more we can all work together 
and keep people RVing,” she says.
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Whether by road or waterway, Thetford products are 
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Visit thetford.com to learn more.

• Advanced enzyme formula neutralizes odor 
and accelerates the digestion of waste

• Effectively breaks down waste to prevent 
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Janine Pettit 
Founder and Editor-in-Chief 
Girl Camper/ Girl Camper Magazine

Growing up in a large family of campers, Janine 
Pettit was thrilled when camping groups began 

popping up across the country. She bought herself a 
10-foot camper and a tow vehicle and began camping 
on the weekends.

“I saw people doing all kinds of things that weren’t 
safe – not having chains, not doing safety checks,” 
she says. The year was 2015, and Girl Camper – then 
a small blog focused on camper safety – was born.

In the years that have followed, Girl Camper has 
grown in leaps and bounds. Soon after Pettit launched 
her blog, Go RVing tapped her for a partnership, 
and she launched a podcast – which now has more 
than 200 episodes. 

The brand also features Girl Camper Guides, an 
educational effort led by local and regional micro-in-
fluencers who host events, meeting with and teaching 
women and working closely with RV dealers in their 
regions. And, at the height of COVID, Pettit launched 
Girl Camper Magazine, a quarterly publication that 
now boasts more than eight issues.

The magazine earned an Honorable Mention from 
the Folio: Eddie and Ozzie Awards, an awards pro-
gram in the publishing community, under the “New 
Magazine – Design Category.” As the Girl Camper 
team attended the New York ceremony, they enjoyed 
being in the company of HGTV stars like Joanna 
Gaines and The Property Brothers.

A stay-at-home mother before she launched Girl 
Camper, Pettit describes the growth of her brand as 
a natural evolution that began when her youngest 
child was about to graduate from high school. 

“At the time, I was talking to my oldest daughter, 
telling her that I would like to work for 10 years to 
contribute to the coffers before her dad and I retired,” 
Pettit says. “She told me, ‘Mom, you have so many 
skills, forming groups and putting people together. 
You are great at making things happen.’”

Pettit’s daughter, who works in marketing, wrote 
her mother a life skills resume – a gesture Pettit says 
not only moved her to tears but helped her recognize 
many of the skills she already possessed. 

“I realized that I can do all of these things,” she 
says. “I was always a hustler. I’ve always been a busy 
person.”

Today, Pettit credits her daughter and her husband, 
whom she describes as an incredible cheerleader, with 

helping her get Girl Camper off the ground. Her 
daughter even helped her develop the tagline for Girl 
Camper: “Going Places. Doing Things.”

She says she also has received “incredible encour-
agement” from Karen Redfern of Go RVing, as well 
as Christy Spencer of Keystone RV, both of whom 
she says understood that Girl Camper approaches 
the encouragement of the RV lifestyle from an expe-
riential standpoint.

Girl Camper is now a full-time job for Pettit, who 
works 50 to 60 hours a week, including two to three 
days per week with the magazine – the accomplish-
ment of which she is proudest. 

“We just really want to encourage people by 
showing them what we do and giving them the con-
fidence to do it themselves,” says Pettit. “When you 
get outdoors, it’s soothing to your soul. There is no 
wrong way to camp like a girl.”

RVPMAY-ADS.indd   30RVPMAY-ADS.indd   30 4/15/22   2:16 PM4/15/22   2:16 PM



Post Office Box 2088 | Remington Industrial Park 3806 Gallatin Way, Elkhart, IN 46515-2088
Phone: 800-348-7625 | Fax: 800-348-7629  | sales@lavanture.com  |  www.lavanture.com  |  www.conspicuity.com

Since 1969 LaVanture Products Company has been 
providing customers with the highest quality products 
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Checkout our catalogs online!
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34951

120/240V, 50A
4,200 Joules

SURGEGUARD* 50A
44270

120/240V, 50A
4,200 Joules

SURGEGUARD* 50A
44390

120/240 V, 50A
4,200 Joules

SURGEGUARD* 50A Full 
Protection Hardwire

35550
120/240V, 50A
3,850 Joules

THE INDUSTRY LEADER IN OEM 
AND AFTERMARKET ELECTRICAL 
PROTECTION PRODUCTS

© 2022 Southwire Company, LLC. All Rights Reserved.

VISIT
RVPOWER.SOUTHWIRE.COM  
FOR MORE INFORMATION.

Sarah Raymond
Vice President of Design 
Patrick Industries

Even though she grew up near Elkhart, Ind., Sarah 
Raymond did not know much about the RV 

industry in her younger years. 
“I didn’t have any family in the industry and I was 

kind of unaware of all that was happening around 
me,” she says.

Her appetite for a warmer climate and life expe-
rience took her first to Atlanta, where she launched 
a successful business at the height of the housing 
boom. Then, feeling like she wasn’t quite ready to 
settle down, she moved sight unseen to Costa Rica 
to open and run a café and art shop for two years.

It was when she returned to the Midwest in 2003 
for family-related reasons that she joined the RV 
industry, becoming director of design/marketing 
for Adorn, a company that would later be acquired 

by Patrick Industries. Working today as the suppli-
er’s vice president of design, Raymond enjoys her 
hectic schedule and the fact that no two days are 
ever the same.

At Patrick, Raymond leads a team of interior 
designers, a web developer, a sample department, 
graphic artists, and a design engineer who produces 
CAD and 3D-printed items, plus a craftsman who 
builds the department’s displays. Housed at Patrick 
Industries’ sprawling stand-alone design center and 
showroom, her team is constantly bringing new prod-
ucts online and developing creative new displays to 
showcase the company’s products. 

The opening of the design center and show-
room itself has been a crowning achievement for 
Raymond during her career with Patrick Industries. 

“ Patrick Industries has such a great culture. Everyone 
works together and we all build each other up.”
– Sarah Raymond, Patrick Industries vice president of design
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MULTI-USE PORTABLE CELLULAR 

SIGNAL BOOSTER
The KING Extend Go is our most versatile cell booster 
yet! The powerful amplifier comes with an antenna set 

for your car and your RV or travel trailer, so you can 
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kingconnect.com
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Before opening the 45,000-square-foot space, Raymond’s team 
operated from a 2,500-square-foot showroom in the middle of 
Patrick’s sales office. The team could only showcase products from 
six or seven of the firm’s more than 20 business units at one time.

Transitioning to the new space in 2016 was a grueling six-month 
project for Raymond and her team, as they transformed an empty 
warehouse. But the space has since become an important asset – a 
one-stop shop for OEMs, which previously spent full days visiting 
multiple Patrick showrooms spread across Elkhart.

“Now we can put things together and make some decisions 
ahead of time,” she says. “It has opened a ton of opportunities for 
us, especially just in terms of customer satisfaction.”

Reflecting on her career with Patrick, Raymond says she feels 
extremely thankful and grateful to work for a company that sup-
ports women in the industry, with women represented across all 
levels of leadership. 

“Patrick has such a great culture,” she says. “Everyone works 
together, and we all build each other up.”

Raymond says she’s also thankful for her boss, President Jeff 
Rodino, who has both mentored her and been supportive of 
her team. 

She credits her success in large part to working hard, being open 
to learning and never saying no to opportunities – regardless of 
how big or scary those opportunities may have looked at the time.

In her spare time, stress relief is also important for Raymond, 
who taps even more into her creative side as a lead vocalist for two 
bands. Her involvement in High Gravity and Acoustic Gravity has 
also helped her develop professional relationships, as her bands 
perform in Elkhart and sometimes at OEM events.

by Patrick Industries. Working today as the suppli-
er’s vice president of design, Raymond enjoys her 
hectic schedule and the fact that no two days are 
ever the same.

At Patrick, Raymond leads a team of interior 
designers, a web developer, a sample department, 
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Industries’ sprawling stand-alone design center and 
showroom, her team is constantly bringing new prod-
ucts online and developing creative new displays to 
showcase the company’s products. 

The opening of the design center and show-
room itself has been a crowning achievement for 
Raymond during her career with Patrick Industries. 

“ Patrick Industries has such a great culture. Everyone 
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Gina and Joe Starett aren’t typical RV 
dealership owners. 

They don’t come from a background of 
RVing, or a legacy of generational dealer-
ship ownership,  but they know customer 
service and it shows in all aspects of their 
dealership. From service to sales – even 
the products they carry and how they’re 
displayed – all are designed with the cus-
tomer in mind.

The couple previously operated an oil 
and gas business, which they sold in 2015, 
and Joe Starett fully stepped away from the 
business in 2016.

“At that time, we thought, ‘Hey, we’ll 
just cruise.’ We always had campers. I 
camped all my life,” Joe Starett says.

It was then the couple decided to pur-
chase a new RV for their future adventures. 

“We went looking for a camper. We 
went to the obvious places around here 
and even out of state,” Joe Starett says. 
“We had a little time on our hands, so we 
went to Ohio and Pennsylvania. 

“We had bought campers at places, but 
I just didn’t have that right feeling. I didn’t 
find the dealership or salesperson I was 
comfortable with,” he says. “Going down 
the road, I looked at my wife and said, 
‘I’m going to start my own dealership.’ She 
said, ‘Are you serious?’ I said, ‘Yeah. How 
hard can it be?’”

Both Joe and Gina Starett laugh at this 
part, reflecting on how much work running 
their dealership has actually been. 

“He’s a risk taker. He knows no fear. 
He goes and does it and I make it happen 
in the background,” Gina Starett laughs. 

Joe Starett started talking to represen-
tatives for various RV manufacturers in 
the summer of 2017. By spring 2018, the 
couple had a location. They leased an old 
office building, doing some work to create 
a store, a service bay and more. 

June 20, 2018, was the dealership’s first 
official day of business. The location had 
one service bay and reached a maximum 
of 77 units on the lot at once.

“We very quickly outgrew that loca-
tion,” Joe Starett says. 

The couple shut that location down and 
moved to their current location at Inter-
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Mountain 
Movers
Despite a lack of prior experience, husband-and-wife team Joe 
and Gina Starett have built Mountaineer RV & Outdoor Center 
into a power player in the West Virginia RV dealer market. 

WOMEN IN BUSINESS

By Darian Armer

The Staretts are strong believers in customer service, which they promote as part 
of the “Mountaineer Difference.” “We are dedicated to creating an atmosphere that 
makes everyone feel welcome. We go above and beyond to meet our customer’s 
needs,” says Joe Starett. 

Joe and Gina Starett are 
pictured with their children, 
Hunter and Emma, in their 
family-owned and operated 
store, Mountaineer RV and 
Outdoor Center, in Jane Lew, 
West Virginia. It was their 
own unsuccessful search for a 
family RV that resulted in the 
Staretts bold decision to open 
their own dealership.
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state 79 and Jane Lew, where they have greatly expanded. They 
purchased 13 acres and built nine service bays, two body shops, 
an outside detail bay that can house two units at a time, plus a 
15,000-square-foot parts and RV showroom in the new dealership 
building. The new location opened Sept. 27, 2021. 

“We have seen a far higher percentage of growth than we antic-
ipated, even with the interstate location. I’m an accountant, so I 
conservatively estimate expenses higher and underestimate income,” 
Gina Starett says. “Beginning in February, we saw crowd levels we 
never expected.” 

The couple have seen such an increase that there are plans to 
expand the parking lot and possibly build a service lot to accom-
modate customers. Accommodating customers is always at the 
forefront of the Starett’s business approach.

Keeping It Customer-Centric 
As customers who spent time in dealerships themselves, Joe 

and Gina created “The Mountaineer RV Difference,” which is a 
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The Staretts are strong believers in customer service, which they promote as part 
of the “Mountaineer Difference.” “We are dedicated to creating an atmosphere that 
makes everyone feel welcome. We go above and beyond to meet our customer’s 
needs,” says Joe Starett. 

Part of the “Mountaineer Difference” is making sure that 
every customer is immediately welcomed upon entering 
the store, as demonstrated here by parts sales rep Matt 
McKee (left). The dealership’s customer-centric statement 
is posted at every workstation and is part of the onboarding 
process. 
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statement for how each customer should be treated when they 
come through the doors.

“The second you step into Mountaineer RV & Outdoor Center, 
you immediately become part of our family,” Joe Starett says. “We 
are dedicated to creating an atmosphere that makes everyone feel 
welcome. We go above and beyond to meet our customer’s needs, 
sharing our knowledge and passion for the outdoors and helping 
you find the perfect products.

“We want everyone to be treated warmly. If someone needs to 
be handed off to another employee, it should be done warmly and 
not pushy,” he adds. “We try to find exactly what you’re looking 
for. We don’t have to sell a camper because it has age on it. We 
want to sell a camper because the customer wants it.”

The customer-centric statement is posted at every workstation 
and is part of the onboarding process. 

“The difference crosses over from sales into parts, service, finance 
– even administration. It reaches all levels. We ask that all of our 
employees really live by it,” Joe Starett says. “When a customer 
visits us, we never want that customer to feel as if no one had time 
for them. We hope a customer has five employees who have said, 
‘Is anyone helping you? How can I help you?’ during their visit.”

When it came to the store, Gina Starett took it upon herself 
to make it more than just a typical RV supplies and parts shop.

“I noticed that when we set up our location in Westin, the 
customer would come in and see all the hard parts: freshwater, 
blackwater, lighting, bug screens and propane. It’s all great and we 
know people need that, but as a woman, none of that appealed 
to me,” she explains. “I thought we had to dress it up a bit at the 
new location with things you wouldn’t normally find. There are 

Mountaineer RV stocks a large selection of RV parts and 
accessories in its showroom, including  rugs, camping pet 
supplies, kitchen items and marine parts. The dealership also 
has two waiting areas completely filled with RV furniture, 
an RV entertainment center, an RV fireplace and DISH 
TV network that Gina Starett says is a big draw for the 
dealership.

Team members are pictured in front of the dealership. Pictured from left to right are owners Joe and Gina Starett, Parts 
Manager Chuck Lowther, Service Manager Mike Senic, receptionist Linda Bush, accountant Erica Stalnaker, Finance Manager 
Tori Zielinski and Sales Manager Mickey Metz. 
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and is part of the onboarding process. 

“The difference crosses over from sales into parts, service, finance 
– even administration. It reaches all levels. We ask that all of our 
employees really live by it,” Joe Starett says. “When a customer 
visits us, we never want that customer to feel as if no one had time 
for them. We hope a customer has five employees who have said, 
‘Is anyone helping you? How can I help you?’ during their visit.”

When it came to the store, Gina Starett took it upon herself 
to make it more than just a typical RV supplies and parts shop.

“I noticed that when we set up our location in Westin, the 
customer would come in and see all the hard parts: freshwater, 
blackwater, lighting, bug screens and propane. It’s all great and we 
know people need that, but as a woman, none of that appealed 
to me,” she explains. “I thought we had to dress it up a bit at the 
new location with things you wouldn’t normally find. There are 

10 aisles of just fun stuff that includes rugs, camping pet supplies, 
kitchen items, camping wrapping paper and more.”

The couple recently expanded the parts department to carry 
marine parts and furniture. But they took it one step further, so 
customers could have a hands-on RV experience with those prod-
ucts thanks to two waiting areas completely filled with RV furniture, 
an RV entertainment center, an RV fireplace, and DISH Network. 

“Customers are coming from two hours away just so they can 
try out and feel the furniture for themselves,” Gina Starett says. 
“We have eight RV couches, five to six RV chairs, all different styles, 
including recliners, euro chairs, leather and cloth.”

Service, Sales & Training
The dealership carries inventory from Forest River, Starcraft, 

Alliance RV, Prime Time, Braxton Creek and Keystone RV, with 
plans to add Winnebago motorhomes later this year.

Their method for choosing what products they carry?
“It was pretty much whatever line was open at the time,” Joe 

Starett says. “We didn’t realize you have a circle radius. I spoke 
to a lot of reps who first told me if it was available or not. When 
it was all settled, we got in some great products and had a really 
good setup.” 

The couple had all fall and winter to look at lots of customer 
reviews and create an in-depth checklist to decide which product 
lines to carry. Joe Starett says customer reviews were the most 
important deciding factor in selecting RV manufacturers.

Beyond carrying quality brands, the Staretts have made a major 
commitment to investing in their people. The dealership employs 
eight technicians – two technicians in the body shop and six others 
who do PDIs, and work the service and warranty bays.

“We’re hoping to expand that as we grow,” Joe Starett says. “We 
take pride in our body shop. We have two bays designated for 
body work. We have the largest body shop in West Virginia. Our 
lead guy has 40-plus years of experience. We do work ranging on 
units from small travel trailers to Class A diesel pushers. If someone 
comes in and needs something that isn’t made anymore, we fab it. 
We match paint. We do everything. We just added another hire 
in that department.” 

Lead PDI technician Ray Johnson (left) confers with a 
customer regarding the various equipment and features on a 
new travel trailer. The dealership employs eight technicians – 
two technicians in the body shop and six others who do PDIs 
and work the service and warranty bays.
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Meanwhile, the couple spent nearly $30,000 on training over 
one winter. 

“One thing we believe in strongly is training. We have some 
Level 2 certified technicians and one master certified technician. 
We provide ongoing education. We want all our technicians to be 
Level 3 certified. We’re willing to train them up,” Joe Starett says. 

The dealership also takes advantage of a grant program through 
the state of West Virginia that reimburses on-the-job training for 
new-hire incumbent workers that qualify for the program.

“We participate with them to help increase success for our 
employees and build their knowledge base,” Joe Starett says. “The 
state provides a percentage of that money put out for employees, 
back to the employer, between 75 to 90 percent of employees’ 
wages or training dollars are reimbursed back through the state 
for the ones that qualify for their program.” 

The dealership also has a designated detail bay and detail crew.
“It’s something we pride ourselves on. Dennis is our detail lead 

and is very thorough and meticulous. He and his team run over 
the units with a fine-tooth comb,” Gina Starett says. 

A unique outdoor center is part of the dealership the Staretts 
have built. Before starting the RV dealership, Joe Starett participated 
in kayak fishing tournaments, winning two national champion-
ships. He brought this passion into the dealership, retailing the 
specific fishing-style kayaks starting in 2019. Mountaineer RV and 
Outdoor Center was the No. 1 dealer of that kayak in the nation, 
beating out California and Florida, for 2019. 

In addition to retailing RVs, the dealership sells a wide selection of outdoor equipment, including outdoor grills, chairs, coolers 
and kayaks. Here, parts sales rep Matt McKee (left) highlights for sales rep TJ Smith some of the features on one of the three 
kayak brands that Mountaineer RV sells. 

Detailer Dustin Dreves washes a new RV. Mountaineer RV 
retails units from Forest River, Starcraft, Alliance RV, Prime 
Time, Braxton Creek and Keystone RV, with plans to add 
Winnebago motorhomes later this year.
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“I know that kayak world and have the knowledge behind it,” 
he says. “I’ve spent many hours in the water on it. I can help a 
customer tremendously. We do demos and even take the customer 
out on the water and let them try it out.”

Looking Forward
As for the future, the couple would like to add an RV rentals 

business and expand to more locations, adding southern locations, 
so they can experience four-season selling. 

“We have a huge desire and passion to see the family unit 
be pulled together through camping. We love our campers, and 
whether it’s their first time buying or upgrading, we love that 
they’re out there spending time together,” says Gina Starett. “The 
family unit is taxed, and we love that they’re getting time out 
there that’s simple. 

“Our business is also a ministry. We pour into our customers. 
We have prayer here often and we use this as a tool and a ministry,” 
she adds. “We believe without a doubt that this is why we have 
been so successful in such a short amount of time.” 

The couple also imagine a day when their children, Emma and 
Hunter, will take over the business.

Eighteen-year-old Emma recently graduated high school and 
attends college while also running the dealership’s social media 
and marketing initiatives. She’s worked as a cashier, detailed units, 
done inventory and found her niche in marketing. 

Hunter is 15 years old and works after school and during the 
summer. He started in detailing and will move into a parts runner 
position this summer so he can get a feel for the parts he’s handling. 

“He’ll stock shelves, run parts. We want him to experience all 
facets of the business,” Gina Starett says. “We do have hopes that 
they at some point can run the business and take it over so mom 
and dad can sit back and watch and enjoy.”   

In addition to retailing RVs, the dealership sells a wide selection of outdoor equipment, including outdoor grills, chairs, coolers 
and kayaks. Here, parts sales rep Matt McKee (left) highlights for sales rep TJ Smith some of the features on one of the three 
kayak brands that Mountaineer RV sells. 

Photos by B&B Photography

MountaineerRV-42 OR Mountaineer50<<good intro shot because shows couple and 
signage>>

MountaineerRV-29 <<assisting customers>> OR MountaineerRV-23 <<3 at desk>>

MountaineerRV-76 <<greeting customer>><<optional pic>>

MountaineerRV-85 <<showing off paddleboard>> OR MountaineerRV-84 

MountaineerRV-3 <<good view of parts dept.>>; Can run with MountaineerRV 
<<additional view of parts dept.>>

MountaineerRV-100 <<techs working on trailer>>

MountaineerRV-105 <<spraying steps>> 

MountaineerRV-108 <<optional pic>>

MountaineerRV-148 or similar <<staff in golf cart in front of bldg.>>
Sales rep Daniel Turner (right) assists a customer 
considering the purchase of a new RV. 
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Even a global pandemic can’t hold back the RV Women’s 
Alliance.

The nonprofit group’s number of members has swelled from 
about 200 when it started in 2019 to about 1,400 members 
(women as well as men) currently, representing more than 400 
companies. 

It’s been quite a journey for the organization, the idea for which 
came about after RV industry members recognized that other 
outdoor industry groups had benefited from having a women’s 
organization. Industry veteran Susan Carpenter has spearheaded 
the group since the beginning.   

Initially, RVWA membership growth came at a slow, steady pace. 
When the COVID-19 pandemic struck in early 2020, shutting 
down businesses and in-person gatherings, it threatened to derail 
the progress the organization was making. Not wanting to lose 
momentum, RVWA leadership did everything possible to keep 

going, hosting virtual meetings for 
nearly two years. 

That included having RVWA 
members gather outside and in 
small groups to revitalize an aging 
2007 Crossroads RV trailer, taking 
it from “Drab to Fab”. The non-
profit group posted photos and 
videos of the rehab online, and as 
people checked those out, the orga-
nization grew.

As the pandemic recedes, RVWA 
plans to maintain a hybrid model 
of gathering, hosting in-person and 
virtual events designed for women 
in the RV industry across the United 
States, ensuring that educational 
and networking opportunities are 
accessible for the full membership.

RV PRO recently spoke at length 
with Carpenter, RVWA’s president, 
and Denise Chariya, RVWA board 
member and marketing director at 
THOR Industries, to learn more 
about what’s in the works for RVWA 
in 2022. Their answers have been 
lightly edited for grammar and 
style.

with RVWA’s 
Susan Carpenter 
and Denise Chariya

The duo discusses RVWA’s first-ever 
symposium and other planned events for 
2022, plus the Alliance’s goals for the future.

WOMEN IN BUSINESS

RVWA members recently gathered at the RV/MH Hall of Fame. Pictured from left to right, 
back row, are: Kim Gregory with Coach-Net, Denise Chariya with THOR Industries, John 
Tinghitella with RV Designer, and Karen Barnett with Valley Screen Printing. Pictured in the 
front row, from left to right, are: RVWA Managing Director Jessica Rider, Pamela Vandermel 
with Lippert, RVWA President Susan Carpenter, and Tracy Anglemeyer with the RV 
Technical Institute. (Photo by Steve Toepp/Midwest Photographics)

By Ronnie Wendt

AQQ&&
RVWA members 

network during a 
special event the 
night before the 

2020 NTP-STAG 
Expo in Texas. 

RVWA often hosts 
events in conjunction 

with shows or other 
industry events. 

(Photo by RV PRO)
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Even a global pandemic can’t hold back the RV Women’s 
Alliance.

The nonprofit group’s number of members has swelled from 
about 200 when it started in 2019 to about 1,400 members 
(women as well as men) currently, representing more than 400 
companies. 

It’s been quite a journey for the organization, the idea for which 
came about after RV industry members recognized that other 
outdoor industry groups had benefited from having a women’s 
organization. Industry veteran Susan Carpenter has spearheaded 
the group since the beginning.   

Initially, RVWA membership growth came at a slow, steady pace. 
When the COVID-19 pandemic struck in early 2020, shutting 
down businesses and in-person gatherings, it threatened to derail 
the progress the organization was making. Not wanting to lose 
momentum, RVWA leadership did everything possible to keep 

going, hosting virtual meetings for 
nearly two years. 

That included having RVWA 
members gather outside and in 
small groups to revitalize an aging 
2007 Crossroads RV trailer, taking 
it from “Drab to Fab”. The non-
profit group posted photos and 
videos of the rehab online, and as 
people checked those out, the orga-
nization grew.

As the pandemic recedes, RVWA 
plans to maintain a hybrid model 
of gathering, hosting in-person and 
virtual events designed for women 
in the RV industry across the United 
States, ensuring that educational 
and networking opportunities are 
accessible for the full membership.

RV PRO recently spoke at length 
with Carpenter, RVWA’s president, 
and Denise Chariya, RVWA board 
member and marketing director at 
THOR Industries, to learn more 
about what’s in the works for RVWA 
in 2022. Their answers have been 
lightly edited for grammar and 
style.

RV PRO: How did Drab to Fab change RVWA?
Carpenter: We really came into our own with Drab to Fab. 

It put us on the map. 
COVID-19 forced us to figure out an alternative format for 

education and networking. Often, we focused on the Elkhart area 
because much of the industry is based here. 

But the pandemic forced us into other formats. This gave us an 
opportunity to loop in industry professionals located elsewhere. 
For instance, we brought dealers from all over the country into 
virtual groups. 

Things worked so well that we plan to embrace a hybrid meeting 
model going forward. We see the benefit of creating virtual and 
in-person experiences so everyone can take part. 

Though we may hold networking events locally, we’re creating 
toolkits for RVWA groups in other areas to replicate these expe-
riences. We also will hold our virtual book club three times this 
year. That is open to everyone.

RV PRO: RVWA plans to hold its first-ever symposium Oct. 
11-12 in Chicago. What are your goals and hopes for that 
event?

Chariya: The mission of RVWA is to elevate, educate and pro-
mote women in the RV industry. That mission is the foundation 
of the 2022 Education Symposium and its educational events. 
The symposium will focus on leadership and provide attendees 
with different opportunities to connect. 

It is RVWA’s first large in-person event. We are holding it in 
Chicago to make it accessible for members all over the country. We 
designed the symposium to celebrate women within the industry 
while also giving them opportunities to learn and grow. 

One of the greatest things about RVWA is we have members on 
the OEM, supplier, aftermarket and dealership side. The symposium 
provides all these groups with an opportunity to connect, see the 
challenges of others and learn how we can best support each other. 

We also will hold our first annual awards ceremony at the end 
of the first day. 

RV PRO: What educational tracks will the symposium offer? 
Carpenter: There will be four sessions over two days – one each 

morning and one each afternoon. One session is called Effective 
Coaching, Communicating and Listening. The other one is called 
Idea, Inclusion, Diversity, Equity and Access. 

We will split attendees into two groups for these sessions. One 
will comprise current leaders (somebody who has been in a leader-

RVWA President Susan Carpenter (left) and RVWA 
Managing Director Jessica Rider are excited about all of the 
opportunities the nonprofit group will be offering in 2022, 
including a first-ever educational symposium in October in 
Chicago. (Photo by Steve Toepp/Midwest Photographics)

RVWA members socialize at the RV/MH Hall of Fame in 
Elkhart, Ind., during the organization’s Drab to Fab Reveal 
event in June 2021. RVWA offers a number of virtual and 
in-person events in order for RVWA members to connect. 
(Photo courtesy of RVWA)

Pictured here is the fully renovated Drab to Fab trailer, 
which RVWA named the Chrysalis. After renovating and 
showcasing the trailer, RVWA hosted a drawing where 
participants had the opportunity to win the trailer. The 
proceeds from the drawing helped fund other RVWA 
activities. (Photo by RV PRO)

U.S. Rep. Jackie Walorski (center, in white jacket) was 
the special invited guest of RVWA during an event the 
organization hosted during Elkhart Open House Week in 
2019. (Photo by RV PRO)
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ship position for some time), the other emerging leaders (somebody 
who is new to a leadership role or wants to get into leadership). 

Both groups will learn the same thing, but on a different level. 
What’s nice is two people at different levels can participate in the 
educational tracks and later discuss what they learned. They both 
understand how to apply the material, just at different levels.

RV PRO: What is RVWA’s mentorship program and what is 
your vision for that? 

Carpenter: We see a tremendous opportunity to create a men-
torship program that aligns people from diverse backgrounds and 
distinct parts of the industry. We want to facilitate connections 
and help our members learn from someone they don’t work with 
day to day. 

Many companies do mentorship programs, but we believe it’s 
important to have an industrywide program that is not company 
specific to encourage cross-communication. You can gain knowl-
edge and perspective when you speak and work with peers outside 
your company. 

Chariya: We started with a pilot program but will formally 
launch our mentorship program at the symposium. To take part, 
members must fill out an application that helps us match people 
to mentors based on their career goals, the areas they want to work 
in, and the skills they hope to develop. 

RV PRO: What else can people expect from RVWA in the 
year ahead?

Carpenter: We will continue our focus on education. Besides 
the symposium, we will also host workshops. We have at least 
two planned for the balance of the year, besides three book clubs 
and other educational content. All content will be available on 
demand after each event. 

Last year, we held over 25 educational events or workshops 
virtually and had over 230 members participated. We want to 
continue to offer these opportunities. Education is a key compo-
nent of the value we bring to our members.

RV PRO: How has the representation of women in the 
industry changed since 2019?

Carpenter: We did a second impact study in October; our 
first was in 2019. The study discovered a 16 percent increase in 
women in the industry since 2019. 

There are many reasons for this. A lot of women lost their 
jobs during the pandemic, but still had to make a living. Our 
industry – which is booming – also did not slow down during the 
pandemic; thus, people gravitated toward it. This also presented 
an opportunity to bring in more women.

 
RV PRO: How can RVWA help newcomers to the industry?

Chariya: There are many people joining this industry without 
an RV background. RVWA is a great resource to help them learn. 
It’s filled with people who can get them up to speed faster and 
help them learn how the industry works. 

It’s exciting to see the growth of women in this industry as RVWA 
focuses on elevating and promoting women. It is a testament to 
the work of the industry to represent women well. 

Carpenter: It is important to RVWA that, as women enter this 
industry, we do what we can to give them a place to belong. The 
RV industry operates differently. It’s difficult to integrate into it 
when you don’t understand how it works. 

It’s a vital part of our mission to give women the resources they 
need to succeed through networking and mentorship to develop 
a sense of community and a place to ask questions. 

Chariya: We want to bring people to the industry, but we 
also want to help keep them in it. Our vision is to make the RV 
industry a place for women to thrive; a place where women can 
be successful, grow and feel supported.

RV PRO: What work remains as the number of women in 
the industry grows?

Carpenter: There’s always room for improvement. As women 
look at their long-term goals, we want them to consider the RV 
industry. 

+++++++

Optional Pull-Quotes:

“We see a tremendous opportunity to create a mentorship program that aligns people 
from diverse backgrounds and distinct parts of the industry. We want to facilitate con-
nections and help our members learn from someone they don’t work with day to day.”

– RVWA President Susan Carpenter

“We’ve made huge progress in the number of women in this industry. But a lot of 
longstanding relationships still exist at the higher level between men. Providing a space 
for women to make connections is vital.”

– Denise Chariya, RVWA board member

“We remain incredibly positive about the future. This puts even more pressure on 
RVWA to provide value. We exist to elevate and educate women and to act as a strong 
presence in the industry to ready it for the future.”

– RVWA President Susan Carpenter

RVWA’s Special Projects Committee Chair Tracy Anglemeyer (left) and Carpenter reminisce about the many hours spent  
renovating the trailer during the Reveal event. Above right: Attendees at RVWA’s Reveal event tour the renovated trialer.  
(Photo by RV PRO) 
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To us, elevate does not mean we ele-
vate women into higher paychecks. Rather, 
we provide a means to showcase women 
working in the industry every day. 

We plan to introduce a profile of a 
woman in this industry twice weekly and 
put it out on our social media. We want 
to say, ‘Here’s Anna, and she does this job. 
This is her background, etc.’ We hope 
doing so will inspire other women and 
lead them where they want to go.

RV PRO: What can the industry do to 
attract more women?

Carpenter: Our purpose is not neces-
sarily to attract women to the industry. We 
have enough companies that will do that. 

We want women who research the RV 
industry to know there is a woman’s alli-
ance. We want women to become mem-
bers and stay in this industry because they 
recognize that it values women. 

Chariya: We’ve made huge progress in 
the number of women in this industry. But 
a lot of longstanding relationships still exist 
at the higher level between men. 

Providing a space for women to make 
connections is vital. We also know that 
women and men communicate differently. 
So, these opportunities and how they’re set 
up must be different. 

We strive to support women already 
in the industry and those entering it by 
supplying the right opportunities to make 
connections.

RV PRO: What are your plans for the 
RVWA book club in the year ahead?

Chariya: We have a committee that 
selects the books. Our goal with the books 
we read is to pick a topic that can apply to 
multiple levels of women. 

We like agnostic, broader topics that can 
apply regardless of the part of the industry 
you work in. These book clubs are a fan-
tastic way to start a conversation and have 
a lot of impact. 

We select books one quarter ahead. 
Then, depending on the length of the 
book, we divide the book club into two 
or three evening sessions. We provide a 
discussion guide but also look for con-

versations to happen organically and turn 
into productive communication between 
members. 

RV PRO: What kinds of service projects 
does RVWA have planned in 2022?

Chariya: We are really excited about 
our focus on service projects for 2022. 
We saw so much success in giving women 
the opportunity to work together in Drab 
to Fab. 

We’re looking to create more of those 
experiences through partnerships with 
organizations offering volunteer oppor-
tunities. Not everybody does well in a 
traditional networking setting. It’s not 
always easy to walk into a room of obvious 
strangers and start networking. 

But when you sign up for a Habitat 
for Humanity event – something we do 
every year – you sign up for a purpose. You 
talk as you work, and networking becomes 
organic.

 
RV PRO: What do you see ahead for 
the industry as high fuel prices, infla-
tionary pressures, labor challenges and 
parts shortages proliferate? 

Carpenter: Fuel prices don’t have a 
significant impact on our industry. Those 
who love the lifestyle will still get out there. 

With staffing, we’re in the same boat as 
the rest of the country. As for the number 
of units we produce and sell, we will see a 
correction to a more sustainable number 
of units sold, rather than this hair-on-fire 
situation we’ve been dealing with. 

We remain incredibly positive about 
the future. This puts even more pressure 
on RVWA to provide value. We exist to 
elevate and educate women and to act as 
a strong presence in the industry to ready 
it for the future. 

RV PRO: How can people join RVWA 
or attend the symposium?

Carpenter: Anyone who wants to be a 
member and get on the early bird list for 
symposium tickets can visit www.rvwa.
org.  samlexamerica.com/solar

UP TO

DO MORE
with Solar
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When it comes to marriage, Susan and Lael King are part-
ners in every sense of the word. As an inventor, it was his 

products that formed the basis for KING, but it’s her management 
that has grown the company as it morphed into the RV industry.

Recognizing early on campers’ desire for a satellite system to 
enjoy their favorite programs away from home, KING was the first 
to develop a stationary automatic system under a dome. From 
there, the company has expanded into about every other type 
of connectivity, from Wi-Fi range extenders to satellite TV and 
over-the-air visual and audio reception.

More importantly, at a time when many people curse the com-
plexity of their electronics, KING prides itself on making prod-
ucts that are easy to install and use. Or, as the company’s motto 
proclaims, it’s “Simply better, by design.”

A Good Team
A great deal of that simplicity of design can be credited to com-

pany founder Lael King. Like many other companies, KING was 
launched in the couple’s basement in 1985. Susan King explains 
the company’s initial product was based on an automatic car starter 
he had developed. 

“He ended up selling the product and never was compensated 
as planned,” she says. “At that point, he was looking at other things 
in the same category. He had an associate that was in the trucking 
industry, and they needed some engine monitors for idling.”

After developing that product, Lael King got into cruise controls 
and other kinds of engine controls for trucks, including pressure 
controls for firetrucks. The company’s biggest products became 
cruise controls and speed limiters for both trucks and RVs.

“That came about because we got a contract, first with Spartan 
Chassis and then with Freightliner Trucks, which both support 
RVs,” Susan King explains.

However, KING was also up against a changing marketplace. 
Thanks to emissions mandates, engines of all sorts were moving 

King of the 
Airwaves
Woman-led KING prospers thanks in part to its focus on creative problem-solving, making its 
products easy to use, having a good team and valuing diversity.  

By K. Schipper
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WOMEN IN BUSINESS

Susan King serves as the CEO of KING, directing 
close to 100 employees for the connectivity 
company. Her role complements that of her husband, 
Lael King, who founded the business and who today 
is exclusively focused on product development.

KING manufacturers a variety of connectivity solutions, including satellite TV antennas, Wi-Fi antennas and range extenders, 
cell phone signal boosters and over-the-air digital HDTV antennas. 
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away from mechanical systems toward electronic ones. It was that 
realization that encouraged the company to look at other products.

“We knew the diesel engines we were controlling would no 
longer need our kinds of products,” Susan King says. “We began 
looking for other products – and eventually came upon a satellite 
system back when satellite was in its infancy. And, from there, we 
just took off with it.”

It’s not surprising that the Kings ended up going in the direction 
of products for RVs. Avid RVers for more than 30 years, Susan 
King says it’s common for one or the other of them to come up 
with an idea for a new product or an improvement to an existing 
one while camping.

Today, Lael King is exclusively involved in product develop-
ment. The difference is the company has an engineering team 
to collaborate with him, and a larger staff to help suggest ideas. 

“He’s looking at product ideas and building prototypes” says 
Susan King. “He’s completely on the creative side now.”

However, the success of KING is truly due to the partner-
ship of Lael and Susan King. Not only did the business launch 
in her basement, but in its early years, Susan King had the not 
inconsequential role of supporting the family while working as a 
registered nurse in the ICU unit of the University of Minnesota 
Medical Center.

“Eventually, Lael needed more help with administrative things 
– he’s admittedly not good at that – so I left my job in nursing 
and began working for KING full time,” she says. “We’re a pretty 
good team and we don’t step on each other’s toes very often, so 
it’s worked out pretty well.”

The Value of Diversity
Today, Susan King serves as the company’s CEO, directing close 

to 100 employees from its headquarters in the Minneapolis suburb 
of Bloomington, and a second facility in Elkhart, Ind. However, 
she’s quick to stress that she and her husband are only two cogs 
in a much bigger wheel.

Woman-led KING prospers thanks in part to its focus on creative problem-solving, making its 
products easy to use, having a good team and valuing diversity.  

Susan King serves as the CEO of KING, directing 
close to 100 employees for the connectivity 
company. Her role complements that of her husband, 
Lael King, who founded the business and who today 
is exclusively focused on product development.

Started as a home-based business, KING 
today operates out of a 41,000-square-foot  
building (pictured) in the Minneapolis suburb of 
Bloomington that houses the company’s offices, 
production facilities and warehouse space.

KING manufacturers a variety of connectivity solutions, including satellite TV antennas, Wi-Fi antennas and range extenders, 
cell phone signal boosters and over-the-air digital HDTV antennas. 
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“We’ve got a really outstanding team here,” Susan King says. 
“We set the stage, but our employees really have done a lot of the 
heavy lifting. They’re the ones responsible for our very low return 
rate. We have outstanding quality, and that’s just the culture here.”

And, yes, with a woman at the helm, the culture at KING is a 
little atypical. Not only does the company recognize that people 
have lives outside of work, but in an industry that has the repu-
tation of being dominated by white men, diversity is one of its 
core values.

“Half of our leadership team is composed of women,” Susan 
King says. “In production, a little under half are women. Our 
crew is remarkably diverse; we represent a number of sexual ori-
entations, ethnicities and religions.”

The reason behind the approach is quite simple: diverse back-
grounds generate diverse ideas and diverse solutions to problems.

“You’ve got two different places that a 
man comes from versus a woman, and we 
incorporate that into our decision-making,” 
she says. “I think it’s really enhanced our 
company, and the men who work here 
really embrace the camaraderie and the 
idea exchange.”

Craig Miller, KING’s president, agrees, 
although he stresses the company hires for 
ability.

“It just makes you think of things a 
bit differently,” Miller says. “Our success 
is often due to the diverse ideas we have 
here, and the female influences that we have 
here, and the collaborative efforts that we 
have here.”

Susan King believes another result of that 
diversity is the company’s reputation for pro-
ducing exceptionally high-quality products. 

“We’re super proud of our return rate, 
which is less than 1 percent,” she says. 
“With half of those, no defect is found. It 
just speaks volumes about the team here 
because you don’t have that if you don’t have 

Customer tech support member Korrin Hollie assists a 
customer. KING credits its success in part to having a good 
team in place and valuing diversity at all levels within the 
business.

Matt Lubker with KING is 
shown holding the Best New 
Product Runner-Up award he 
received on behalf of KING’s 
Extended Go Portable Cell 
Phone Booster at the 2021 
Northern Wholesale Supply RV 
Supershow. KING also won the 
Best New Product award for 
its KING Falcon at the 2019 
Northern show and the RVAA 
Product of the Year Award 
for its RV Media Bluetooth 
Weatherproof Speaker and 
Awning Light in 2016. 

Right: KING supports its dealer 
customers in a variety of ways, 
including with merchandising 
assistance through its endcap 
displays, as well as technical 
assistance. 

In addition to its main building in Minnesota (pictured), KING 
also has another facility in Elkhart in order to be close to its 
OEM customers. 
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“We’ve got a really outstanding team here,” Susan King says. 
“We set the stage, but our employees really have done a lot of the 
heavy lifting. They’re the ones responsible for our very low return 
rate. We have outstanding quality, and that’s just the culture here.”

And, yes, with a woman at the helm, the culture at KING is a 
little atypical. Not only does the company recognize that people 
have lives outside of work, but in an industry that has the repu-
tation of being dominated by white men, diversity is one of its 
core values.

“Half of our leadership team is composed of women,” Susan 
King says. “In production, a little under half are women. Our 
crew is remarkably diverse; we represent a number of sexual ori-
entations, ethnicities and religions.”

The reason behind the approach is quite simple: diverse back-
grounds generate diverse ideas and diverse solutions to problems.

“You’ve got two different places that a 
man comes from versus a woman, and we 
incorporate that into our decision-making,” 
she says. “I think it’s really enhanced our 
company, and the men who work here 
really embrace the camaraderie and the 
idea exchange.”

Craig Miller, KING’s president, agrees, 
although he stresses the company hires for 
ability.

“It just makes you think of things a 
bit differently,” Miller says. “Our success 
is often due to the diverse ideas we have 
here, and the female influences that we have 
here, and the collaborative efforts that we 
have here.”

Susan King believes another result of that 
diversity is the company’s reputation for pro-
ducing exceptionally high-quality products. 

“We’re super proud of our return rate, 
which is less than 1 percent,” she says. 
“With half of those, no defect is found. It 
just speaks volumes about the team here 
because you don’t have that if you don’t have 

a team that’s really focused on quality. Everyone in the company 
plays a piece in our quality.”

Besides serving as KING’s headquarters, the 41,000-square-
foot facility in Bloomington houses product development, the 
company’s call center and production, as well as warehouse space. 
Not only are its products assembled from components shipped 
in from elsewhere, but Susan King says all are evaluated and the 
information stored before they head out the door, providing extra 
backup if there is a problem. 

A 10,000-square-foot facility in Elkhart also has offices, a 
training center and storage that exclusively services the compa-
ny’s OEM customers.

“Out of this facility, we ship to distributors, we ship some 
dealer direct, and we ship to national accounts, such as Camping 
World,” says Miller. “We also do fulfillment for Amazon. We ship 
international to Europe, Australia and New Zealand. And DISH 
is a partner of ours. It’s a pretty diverse set of products and a very 
diverse set of customers.”

Removing the Mystery
Because its customer base is so diverse, KING takes several 

different approaches to supporting everyone from dealers to the 
RV manufacturers. 

While much of its aftermarket business goes through two-
step distribution with NTP-STAG, the company has a full-blown 
in-house marking department, according to Miller. However, key 
to that effort is its regional sales managers who provide dealership 
training. 

“All our salespeople are so well-trained on our products that 
they can conduct sales training wherever they go,” adds Susan 
King. “We also support them through attending shows, offering 
show discounts on occasion, and providing marketing dollars. 
Sometimes we help with some of the marketing design.”

Both Miller and Susan King stress that the RV owner isn’t 
going to need to be trained on how to use one of KING’s devices. 

“We pride ourselves in building technology that is people-lit-
erate,” says Miller. “Our technology understands you. It does what 
you want it to do, the way you want it to work. We tell people 
to just press a button or turn it on. Other businesses get lost in 
complexity.”

However, he adds that it’s KING’s job to make sure the people 
selling its products in the aftermarket can have detailed conver-
sations with RV owners about Wi-Fi, LTE and satellite television.

“It can become a jumbled mess for most people – and it’s our 
job to demystify it,” he says. “And, by demystifying it all, rest 
assured, people are going to want to buy our products because 

Customer tech support member Korrin Hollie assists a 
customer. KING credits its success in part to having a good 
team in place and valuing diversity at all levels within the 
business.

“We’re super proud of our return rate, 
which is less than 1 percent.”

– Susan King, KING’s CEO 
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they’re better than everybody else’s.”
Elkhart is the home-base for the com-

pany’s head of OEM sales, although KING 
also has an independent rep group it uses 
in Elkhart, as well as reps in Forest City, 
Iowa, and on the West Coast.

“It’s a combination of KING employees 
and reps that serve the complicated OEM 
community,” says Miller. “At this point, 
everybody wants to be connected, so the 
OEMs are building our products into every-
thing from the lowest-end travel trailers to 
the highest-end diesel pushers.”

Susan King adds that she feels the idea 
that people want to leave their cares – and 
devices – behind when they head out in 
their RVs is outdated.

“There’s a wide variety of units in the 
marketplace,” she says. “You have units that 
are set up to be remote offices. You have 
units for young families. You have units 
that are more luxurious. But, across the 
board there’s a movement for connectivity.”

Being Creative
So, with a quickly evolving demand 

for both entertainment and connectivity, 
how does KING stay on top of what con-
sumers want? Some of it is simply that the 
company has innovation in its DNA, as 
KING holds some 30 patents for its var-
ious products.

However, Miller says it’s also the result 
of work. 

“We work hard to understand human 
needs,” he says. “You have to be paying 
attention to the market, to the technology 
and the users.”

Further complicating matters has been 
the COVID-19 pandemic and its fallout. 
Susan King says the company initially 
shut down for nine weeks in early 2020, 
reopening about the same time many of 
the OEMs resumed production. 

“We were going gangbusters from the 
moment we reopened,” she says. “However, 
the supply issues are well-known across 
the entire world, and we have not been 
immune from that.”

Not only have KING’s shipping costs 
gone up as much as sixfold, but Susan 
King says she and the company’s director 
of human resources recently joined the pur-

chasing department in a two-day scramble 
to find resin after an order fell through.

“We have had to be extremely creative 
to keep product going out the door,” she 
says. “Our engineering department has had 
to call out different materials. When we’re 
solving problems, we often lean on each 
other, and that works quite well.”

She’s justifiably proud of the fact that 
no order from an OEM has gone unfilled, 
despite the supply issues.

As with other companies, KING also 
has faced the issue of hiring good people 
throughout the pandemic. 

“We have an employee referral program, 
and we’re using temp agencies to hire for 
production workers,” says Susan King. 
“That’s worked very well. We get to try 
them out for 90 or 120 days, and the ones 
we’ve liked we end up hiring.”

Miller adds that it’s not easy to get hired 
at KING, because people need to not only 
have the proper skills, but they must be a 
good cultural fit. But, he says, once people 
are hired, they want to stay.

Particularly when it comes to materials, 
Susan King says she is quite confident the 
company will continue to meet its com-
mitments – although in the short term she 
doesn’t think things will get easier.

“To date we’ve been able to answer those 
challenges quite well,” she says. “But it’s 
increasingly challenging. We’ve been cre-
ative, creative, creative.”

As for the year ahead, neither King 
nor Miller is prepared to say much. KING 
is, as its CEO points out, a privately held 
company. 

Miller does give some hint about future 
markets when he says, “Part of our vision 
is mobile first, home second. We’re very 
focused on mobile and that’s where most of 
our business is done, but the home market 
is on our radar.”

In general, though, he expects KING’s 
2022 activities to disrupt competitors and 
delight customers.

“Our goal is to make sure people are 
connected all the time,” Miller says. “We 
want to offer a range of devices that allow 
our customers to be connected the way 
they want to be connected.”  
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Heartland RV’s flagship luxury fifth wheel brand, Landmark, 
will enter new territory as it approaches its 20th anniversary 

in 2023: It will debut its first shorter – 38-foot – fifth wheel during 
September’s Elkhart Open House Week.

“We are excited about the new shorter model because we really 
think there is a market for it,” says Andy Wesdorp, general man-
ager for Heartland’s Landmark, Bighorn and Traveler fifth wheel 
brands. “A lot of the new parks can accommodate the 45 foot 
motorhomes, but there is still a luxury buyer who doesn’t want a 
44-foot, five-slide fifth wheel. They want something a little shorter 
– something that might make them feel more comfortable going 
down the road. This is going to be right in the sweet spot for 
length and traditional layout.” 

Heartland is playing it somewhat conservative with the shorter 
model, Wesdorp says, mentioning a more traditional layout. The 
RV maker is not releasing many details, but to be sure, it will have 
some “cool” Landmark flair to it, he says.

Heartland was founded in 2003, with Landmark as one of its 
initial fifth wheels. Today, it is one of the company’s six fifth wheel 
brands, alongside the Bighorn, Bighorn Traveler, Big Country, 
Elkridge and Milestone. 

Market data firm Stat Surveys ranked Heartland RV fifth in 
market share among fifth wheel makers in 2021.

“The core of the company has always been fifth wheels – and 
that’s what I’m extremely proud to be a part of,” Wesdorp says. 
“Landmark is a full-timer’s dream. It’s a high-end fifth wheel with 

high-end fit and finish. It has a laundry list of standard features, 
most of which are not even options on other fifth wheels.”

Landmark is currently available in five floorplans. 
“Like most lineups, we have our two or three bestsellers, and 

then we try to bring some new innovations, technology or decor  
every year,” Wesdorp says. “All of the floorplans we have now are 
big and bold units – bath-and-a-half and more slide-outs.”

Innovation by Design
Landmark’s long list of innovations has solidified its strong 

standing among fifth wheels, according to Wesdorp. Many of 
those fall into the first-to-market category. This includes a mix 
of signature construction features. 

For example, Landmark boasts 60 percent larger brakes than 
standard 2-inch brakes. Landmark is Heartland’s only fifth wheel 
to feature three standard 15,000-BTU air conditioners, for 45,000 
total BTUs of cooling power. 

Meanwhile, Wesdorp credits Landmark’s all-female design team 
with crafting a look attractive to buyers, with updates coming 
every two to three years. 

“We try to stay ahead of the trends in the industry, which are 
typically a year or two behind traditional residential home trends,” 
he says. “We don’t want to look like everybody else, but we don’t 
want to be so different that we aren’t appealing to customers, so 
it’s a delicate balance of standing out with visual impact.”

There are also many under-the-skin details. Landmark uses 
high-end motorhome-based construction, such as laminated main 
level floors and upper deck floors. Wesdorp says this feature is 
unique in the world of fifth wheels.

“That is a concept that we brought to fifth wheels when we 
launched the company 20 years ago,” he says. “That was one 
of our core competencies. You have to be a believer in the axles 
and the tires, so we use some industry-leading brands that stand 
behind what they sell us.”

Heartland has long promoted the quality of the inner workings 
of its units. Wesdorp cites a company marketing piece created 
a few years ago touting: “What You Can’t See” in a Heartland 
product. The brochure suggests important questions to consider.

“If you are going to make an investment in a high-end fifth 
wheel, or a high-end motorhome, or even an entry-level travel 
trailer, you should ask questions about how it is built,” he says. 

A Landmark 
Decision

With its 20-year anniversary drawing near, Heartland RV’s luxury Landmark 
fifth wheel is not resting on its many laurels. 

By John McCurry

RV M A N U FAC T U R E R S
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Andy Wesdorp, general manager for 
Heartland’s Landmark, Bighorn and Traveler 
fifth wheel brands, is pictured in the galley 
of a Landmark fifth wheel. Wesdorp touts 
the many luxury amenities – including the 
true maple hardwood, farmhouse sinks and 
custom-built vinyl furniture – that come 
standard in Heartland’s top-of-the-line 
fifth wheel. (Photo by Steve Toepp/Midwest 
Photographics)
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Heartland is playing it somewhat conservative with the shorter 
model, Wesdorp says, mentioning a more traditional layout. The 
RV maker is not releasing many details, but to be sure, it will have 
some “cool” Landmark flair to it, he says.

Heartland was founded in 2003, with Landmark as one of its 
initial fifth wheels. Today, it is one of the company’s six fifth wheel 
brands, alongside the Bighorn, Bighorn Traveler, Big Country, 
Elkridge and Milestone. 

Market data firm Stat Surveys ranked Heartland RV fifth in 
market share among fifth wheel makers in 2021.

“The core of the company has always been fifth wheels – and 
that’s what I’m extremely proud to be a part of,” Wesdorp says. 
“Landmark is a full-timer’s dream. It’s a high-end fifth wheel with 

high-end fit and finish. It has a laundry list of standard features, 
most of which are not even options on other fifth wheels.”

Landmark is currently available in five floorplans. 
“Like most lineups, we have our two or three bestsellers, and 

then we try to bring some new innovations, technology or decor  
every year,” Wesdorp says. “All of the floorplans we have now are 
big and bold units – bath-and-a-half and more slide-outs.”

Innovation by Design
Landmark’s long list of innovations has solidified its strong 

standing among fifth wheels, according to Wesdorp. Many of 
those fall into the first-to-market category. This includes a mix 
of signature construction features. 

For example, Landmark boasts 60 percent larger brakes than 
standard 2-inch brakes. Landmark is Heartland’s only fifth wheel 
to feature three standard 15,000-BTU air conditioners, for 45,000 
total BTUs of cooling power. 

Meanwhile, Wesdorp credits Landmark’s all-female design team 
with crafting a look attractive to buyers, with updates coming 
every two to three years. 

“We try to stay ahead of the trends in the industry, which are 
typically a year or two behind traditional residential home trends,” 
he says. “We don’t want to look like everybody else, but we don’t 
want to be so different that we aren’t appealing to customers, so 
it’s a delicate balance of standing out with visual impact.”

There are also many under-the-skin details. Landmark uses 
high-end motorhome-based construction, such as laminated main 
level floors and upper deck floors. Wesdorp says this feature is 
unique in the world of fifth wheels.

“That is a concept that we brought to fifth wheels when we 
launched the company 20 years ago,” he says. “That was one 
of our core competencies. You have to be a believer in the axles 
and the tires, so we use some industry-leading brands that stand 
behind what they sell us.”

Heartland has long promoted the quality of the inner workings 
of its units. Wesdorp cites a company marketing piece created 
a few years ago touting: “What You Can’t See” in a Heartland 
product. The brochure suggests important questions to consider.

“If you are going to make an investment in a high-end fifth 
wheel, or a high-end motorhome, or even an entry-level travel 
trailer, you should ask questions about how it is built,” he says. 
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The Landmark features thick Azdel fortified sidewall 
construction, 8,000-pound Dexter axles on H-range tires 
with 3-3/8-inch brakes, a MORryde LRE 4000 suspension 
and gas shocks, plus a three-sided accessible basement for 
30 percent more storage.

Wesdorp touts the Landmark as being the first RV maker 
to offer decorative shower enclosures. “Instead of just 
going with traditional standard white or cream one-piece 
fiberglass shower, we have partnered with a couple of 
different suppliers to offer decorative patterns and colors in 
the showers,” he says.
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“How is it going to stand up to weather? How is it going to stand 
up to potholes and railroad tracks at 55 mph? How is it going to 
heat and cool? How is the wiring built?”

Differentiating Details
Numerous small details help differentiate Landmark. For 

example, wires are loomed to prevent chafing. Units are equipped 
with whole-house surge protection. Landmarks are also equipped 
with whole-house water filtration. 

“It might seem silly, but we put aluminum frames and aluminum 
angle gussets in the four corners of every window, even though 
there is a cheaper way to do that with plastic inserts,” Wesdorp 
said. “We build our own aluminum walls and we think that is just 
a better way to build RVs. You never know when a part is going to 
extend the lifespan. We try to add those details whenever we can.”

Wesdorp notes that many RVers buy with their eyes, so devel-
oping the right look for Landmark is crucial. 

“Something cosmetic that’s gone over great, and that I’m proud 
of, is we were the first to offer decorative shower enclosures,” 
Wesdorp says. “Instead of just going with traditional standard 
white or cream one-piece fiberglass shower, we have partnered 
with a couple of different suppliers to offer decorative patterns 
and colors in the showers.”

On the inside, all of the wood is true maple hardwood. Ame-
nities include Farmhouse-style sinks, and a power tilt bed mech-
anism in every bedroom, something Wesdorp says is a market 
first. Landmark, working with MORryde, debuted the power bed 
for fifth wheels in 2019. The popular addition is now standard, 
adding 23 inches of bedroom floor space when fully tilted. It also 
enables the bed to be tilted upward for occupants reading in bed. 

Landmark also has pioneered other advancements in the 
bedroom.

“About four years ago, we were able to work with an engineering 
team to innovate the industry’s first walk-in closets,” Wesdorp 
says. “Like most innovations, it’s been borrowed by others in the 
industry, but it has been a great feature for us.”

Additionally, last fall, Landmark unveiled what Wesdorp 
describes as the industry’s first three-slide bedroom in its Scotts-
dale version. He says the unit’s slide and the front windshield have 
made it a popular addition. 

A few years ago, Heartland introduced its Super Store More 
basement, which is now patent-pending.

“We were able to open up the front gooseneck baggage com-
partment and open it up to the main pass-through exterior door-
side and off-door side storage, so it added about 30 percent to 
the overall basement exterior storage,” Wesdorp says. “It gives you 
three points of access to get to your gear.”

Landmark’s design team draws on residential housing trends 
for much of their inspiration. Great effort is made to avoid being 
a “me-too” brand with the same colors and countertops as com-
petitors. Once a cabinet/linoleum countertop is selected, coordi-
nating features such as faucets and window treatments are added. 

“We are in early development for what the dealers will see at 
the September Open House,” Wesdorp says. “We’re not ready to 
reveal those yet, but they will be some energizing products, inside 
and out, for the Landmark brand. Dealers will come away very 
happy with what we will introduce.”

The inclusion of a MORryde air compressor has been a popular 
exterior improvement.

“You don’t need one until you do, and they are not commonly 

The Landmark is built with full-timers in mind, according to Wesdorp. Thanks to its insulated construction and its three 
standard 15,000-BTU air conditioners for 45,000 total BTUs of cooling power, it is equally at home in warm and cooler 
climates. 
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available in RV parks, so we just decided to put one right on the 
exterior of the RV,” Wesdorp says. What’s neat about that is that 
not only will it inflate a 17-1/2-inch tire, but we also ran a con-
nector air hose port on the off-door side of the unit, so with a 
quick connect air hose that comes with the kit, you can inflate 
tires on both sides of the coach. That’s been a fantastic feature.”

Not Your ‘Typical’ RVer
The majority of Landmark buyers are considered full-timers, 

according to Wesdorp. Most typically stay in nicer parks and usu-
ally head south to Florida or Texas for the winter. Summertime 
sees many Landmark full-timers parked in Michigan, New York 
and other northern states.

With a MSRP ranging from the low $180,000s to $198,000, 
Landmark is a definite luxury purchase. Wesdorp describes Land-
mark’s customer base of a mix of people who are retired, about to 
retire, or in good shape with their retirement plan. 

“They are a very savvy buying group,” he says. “They have often 
owned four or five RVs before. They’ve gone through the evolu-
tion is small travel trailer, bigger travel trailer, small fifth wheel, 
bigger fifth wheel, and now they are ready for a full-time piece.”

Heartland has a network of about 70 Landmark dealers in 
North America. They are more concentrated in the South and 
West, where weather is more conducive to year-round sales. Dealers 
appreciate the fact that Landmark strives to be a first-to-market 
brand, according to Wesdorp.

“Dealers know that every year, or a few times every year, we 
are going to introduce a feature that hasn’t been done in the RV 
industry before,” he says. “They get to sell it before anyone else 
sees it. I don’t like the term ‘industry-first’ – that’s worn out and 
a bit of a cliché. ‘First to market’ is a much better way to express 
that we innovated and we introduced it first. That’s what our 
dealers appreciate about the brands.”

The Landmark sales team, which is also the Bighorn team, 
consists of Wesdorp and three regional sales managers: one in 
Florida representing the Southeast, one in Southern California 
covering the West Coast and one at Heartland’s Elkhart head-
quarters covering a region stretching from the Midwest to Texas. 

“With those guys combined, we have over 100 years of expe-
rience, which I would love to see anyone compare with ours,” 
Wesdorp says. “We have deeply entrenched relationships with 
dealers. It’s the four of us, then my senior GM.”

Heartland RV hopes to increase production by 15 to 20 per-
cent in 2022. That’s slightly more than a typical year, but not a 
record. There’s plenty of reason for optimism, Wesdorp says, as 
many dealers have deep backlogs and are clamoring for product. 

“With the product we have coming out, we will continue to gen-
erate sales and energy,” he says. “I feel good about 2022. Although 
I’m hoping that the COVID era is in the past, people still want to 
get outside. We are still looking to put people and their families 
in fifth wheels. It should be a great year.”  

Wesdorp is pictured in front of a 40-plus-foot Landmark. 
For this year’s upcoming Open House Week, Landmark will 
debut its first shorter fifth wheel, coming in at 38 feet. 
Wesdorp says specifics on the fiver are under wraps for 
now, but he says he expects dealers to be impressed with 
the model. (Photo by Steve Toepp/Midwest Photographics)

“ Landmark is a full-timer’s dream. 
It’s a high-end fifth wheel with 
high-end fit and finish. It has a 
laundry list of standard features, 
most of which are not even 
options on other fifth wheels.”

– Andy Wesdorp, general manager for 
Heartland’s Landmark, Bighorn and 

Traveler fifth wheel brands

In the bedroom, the Landmark features a power-tilt bed 
mechanism, which adds 23 inches of extra space when fully 
titled. It’s a nice design feature for Landmark owners who 
want to read in bed. 
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The RV industry’s hottest trend is off-grid camping.
To address the accompanying need for extended off-grid 

power, Freemont, Calif.-based Xponent Power has developed the 
Xpanse Solar Awning, which is equipped with thin, high-efficiency, 
rigid solar panels that the company said provides shade while 
simultaneously generating up to 1,200 kilowatts of solar power 
to run RV onboard appliances. 

The awning is the first commercially available retractable solar 
awning for RVs, according to Xponent Power founder and CEO 
Rohini Raghunathan, whose background includes more than nine 
years working in various leadership roles at renewable energy com-
pany SunEdison, according to her LinkedIn profile. 

“Solar is the preferred source of power for RVs, but let’s face it, 
roof space is limited. You’re lucky if you can fit two or three large 
panels on the typical RV roof,” she said in a company press release. 
“Our research indicates that RV owners overwhelmingly want to 

go boondocking more often but are fundamentally limited by 
access to power. With the Xpanse Solar Awning, we are enabling 
RV owners to generate substantial power on the go so that they 
can go off-grid more often.”

The Xpanse is available in three power options: 800 watts, 
1,000 watts, and 1,200 watts, with the overwhelming majority 
of pre-orders thus far for the 1,200-watt version, demonstrating 
the desire for more power by RVers, according to Raghunathan.

Xponent says its awning is compatible with most RV makes and 
models, with no modifications required. The awning extends out 
almost 7 feet when expanded and measures about 16 feet across. 
It retracts into an enclosure that sits less than 6 inches off the 
edge of an RV door.

The standard version of the Xpanse requires two side arms to 
be placed 16 feet apart – and space on the RV to accommodate 
that. However, the company said it is currently working on a 

RV O E  FO C U S

Solar Awning 
Powers Off-Grid 
Adventures

Xponent Power’s Xpanse Solar Awning is designed to give RVers a solution for extended 
off-grid camping. 
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PH
O

TO
S 

C
O

U
R

TE
SY

 O
F 

XP
O

N
EN

T 
PO

W
ER

58 • RV PRO • May 2022 rv-pro.com rv-pro.com May 2022 • RV PRO • 59

Xponent Power says 
it’s seeing plenty of 

consumer interest 
in its solar 

awning.
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Solar Awning 
Powers Off-Grid 
Adventures

next-generation version without sidearms that will work with 
smaller, Sprinter-like vans. 

The Xpanse – which can mount on either side of an RV – 
provides flexibility to RVers who would like additional power 
but are not looking to replace an existing awning. It also can 
integrate with existing solar rooftop installations, extending the 
solar power generation capabilities beyond the roof of an RV, 
according to Xponent. 

Xponent said the Xpanse has been in development since 2019, 
when the company incorporated. Developing the product required 
overcoming several obstacles, according to the company, including 
the ability to be retrofitted on both flat and curved RV roofs and 
to design a system that is only 6 inches deep (given that awnings 
cannot extend beyond 6 inches from the side of the vehicle) and 
yet be able to deliver over 1 kW of power when deployed. 

“This meant that the module had to be ultra-compact and 
yet ultra-robust. This required tremendous level of innovation in 
the solar panel and wiring design on which we have filed several 
patents,” the company said. 

“Finally, there is a lot of innovation we have on the intelligence 
of the system. This is a very smart awning,” the company said. “It 
is designed to detect wind and retract slightly at low-moderate 
wind speeds and completely retract to safety under high wind 
conditions. There is a lot of R&D and innovation we are doing 
to make this awning ultra-smart.”

According to Xponent, the Xpanse passed a series of rigorous 
tests that ensured its robustness. 

“Traditional awnings that consist of a very large continuous 
piece of fabric experience huge wind uplift even at rather low 
wind speeds, very much like a sail,” said Raghunathan. “In con-
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The Xpanse awning is 
comprised of thin, high-
efficiency, rigid solar panels 
that the company says can 
generate up 1,200 kilowatts of 
solar power to run RV onboard 
appliances. The company says 
the awning is durable to stand 
up to high winds.

When not in use, the Xpanse retracts into a carrier mounted 
on top of an RV, similar to a traditional awning. 

According to Xponent, the Xpanse is compatible with 
electrical components used in traditional solar installations 
on RVs, including charge controllers, batteries and inverters 
and can power onboard appliances including refrigerators, 
lights and microwaves.

Xponent Power says 
it’s seeing plenty of 

consumer interest 
in its solar 

awning.
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trast, the Xpanse solar awning has an inno-
vative, patented design that creates small 
gaps between the solar panels when they 
are slightly retracted. 

“These gaps allow wind to pass through, 
greatly reducing the wind uplift and 
making the awning intrinsically wind-tol-
erant,” she added. “This means the awning 
can be kept open and produce power even 
at relatively high wind speeds. What’s espe-
cially great about this awning design is that 
it uses intelligence to detect wind speeds 
and to provide the necessary wind relief 
when needed.” 

According to Xponent, the Xpanse is 
compatible with electrical components 
used in traditional solar installations on 
RVs, including charge controllers, batteries 
and inverters, and can power onboard 
appliances including refrigerators, lights 
and microwaves.

Xponent debuted the Xpanse awning 
earlier this year at the Tacoma RV Show in 
Tacoma, Wash., where company officials 
said it generated strong customer appeal.

“The product was exceptionally well-re-
ceived at the show and there was a lot of 
interest in the product from customers at 
the show,” the company said. “We plan to 
continue to display our products at nation-
wide events in 2022 and beyond.”

Xponent is currently taking orders for 
the Xpanse, which it hopes to bring to the 
market later this year. The retail price is 
expected to be $10,000 and the company 
said financing may be available.

Many details regarding the Xpanse were 
still being finalized in early earl 2022. For 
example, the company has not specifically 
said if it will make the products itself or use 
a third party. It also has not specified what 

retail channels it will use to sell the product 
or who will perform the awning installs 
(which are part of the product price).

“We have seen a strong interest from 
dealers, distributors, and OEMs in our 
product. We’re currently exploring all 
sales channel options, including B2B 
partnerships both with OEMs/ dealers/ 
installers, as well as directly servicing the 
online orders,” the company said. “In the 
longer run, our plan is to work with OEMs 
and a nationwide network of dealers and 
installers to install these systems on new 
and existing RVs.”

The company declined to estimate how 
long it would take technicians to install 
one of its solar awnings, but it did say: 
“While we are unable to share exact details 
at this time, we have been able to meet our 
aggressive installation time targets during 
the prototype installations, and these align 
well with our aim to deliver a great cus-
tomer and partner experience.”

Looking to the future, Xponent says it 
is talks with automotive and RV manufac-
turers to provide the Xpanse solar awning 
as a pre-installed option on new vehicles.

“Xpanse is just the first step to creating 
more mobility-focused solar solutions,” 
Raghunathan said. “With this disrup-
tive technology platform, we are transi-
tioning solar from a traditionally static to 
a dynamic and intelligent system, thereby 
enabling widespread solar adoption in new 
markets. 

“We envision the adoption of our 
retractable solar technology platform in 
several diverse markets,” she added, “such 
as mobile medical, military, police and 
emergency relief power, as well as tiny 
homes, apartments and more.”     

Lippert Acquires Girard 
Products, Girard Systems

With a growing number of RVers wanting to camp off-grid, Xponent Power believes 
its Xpanse Solar Awning fills a need in the market.
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retail channels it will use to sell the product 
or who will perform the awning installs 
(which are part of the product price).

“We have seen a strong interest from 
dealers, distributors, and OEMs in our 
product. We’re currently exploring all 
sales channel options, including B2B 
partnerships both with OEMs/ dealers/ 
installers, as well as directly servicing the 
online orders,” the company said. “In the 
longer run, our plan is to work with OEMs 
and a nationwide network of dealers and 
installers to install these systems on new 
and existing RVs.”

The company declined to estimate how 
long it would take technicians to install 
one of its solar awnings, but it did say: 
“While we are unable to share exact details 
at this time, we have been able to meet our 
aggressive installation time targets during 
the prototype installations, and these align 
well with our aim to deliver a great cus-
tomer and partner experience.”

Looking to the future, Xponent says it 
is talks with automotive and RV manufac-
turers to provide the Xpanse solar awning 
as a pre-installed option on new vehicles.

“Xpanse is just the first step to creating 
more mobility-focused solar solutions,” 
Raghunathan said. “With this disrup-
tive technology platform, we are transi-
tioning solar from a traditionally static to 
a dynamic and intelligent system, thereby 
enabling widespread solar adoption in new 
markets. 

“We envision the adoption of our 
retractable solar technology platform in 
several diverse markets,” she added, “such 
as mobile medical, military, police and 
emergency relief power, as well as tiny 
homes, apartments and more.”     

LCI Industries, through its wholly-owned subsidiary, Lippert 
Components Manufacturing, has acquired Girard Systems and 
Girard Products.

A purchase price was not disclosed. Terms of the deal were 
announced in late March. 

Girard is a manufacturer and distributor of proprietary awnings 
and tankless water heaters for OEMs and aftermarket customers in 
the RV, specialty vehicle and related industries. The California-based 
company has served the RV industry since 1995 and is recognized 
for high quality and exceptional service, according to Lippert.

Having created a significant niche in the motorized segment 
of the market, Girard’s patented awnings are featured on many of 
the premier Class A motorized units. Lippert said Girard’s strate-
gically-placed locations in Alabama, California and Indiana make 
it well-positioned to serve customers across the U.S. as it continues 
to grow.

“We are very excited to welcome the Girard team to the Lippert 
family,” said Jason Lippert, president and CEO of Lippert. “We 
have admired how Girard’s business has evolved over the years, 
focusing on a strong commitment to excellent customer service 
and creating strong brand loyalty among its key consumers. Girard 
product lines fall nicely into Lippert’s core products and manu-
facturing competencies. 

“Our sales and operations teams have big plans to take Girard’s 
designs and products and expand them into broader customer 
channels,” Jason Lippert added. “Girard’s sophisticated product 
offerings for shade and appliances substantially broaden our product 
portfolio across all classes of RVs, enabling us to drive new content 
growth and further extend our leadership position in the outdoor 
recreation space.”

“The addition of Girard will allow us to provide a wider 
range of exceptional products to our customers, especially in the 
higher-end motorized segment of the RV industry,” said Ryan 
Smith, group president of Lippert, North America. “Girard’s 
great product lines will further bolster our service offerings in 
categories that we’re already strong in, perfectly aligning with our 
focus on enhancing the customer experience. We look forward 
to incorporating the deep industry and product knowledge that 
Girard will bring to the Lippert family as we work together to 
execute on our growth strategy.”

“Through the last 27 years, we have worked to deliver high-
quality products to consumers, paying particular attention to service 
and building lasting customer relationships,” said Marcia Girard, 
CEO of Girard. “With similar values, along with its leading industry 
position and manufacturing expertise, Lippert is a great partner 
to carry our legacy forward. The entire Girard team is excited to 
join Lippert and begin working to further position the business 
for long-term growth.” 

Lippert Acquires Girard 
Products, Girard Systems

+++++++

PIX: Run Lippert and two Girard logo pix together. No cap-
tion needed.

With a growing number of RVers wanting to camp off-grid, Xponent Power believes 
its Xpanse Solar Awning fills a need in the market.
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Camping and 
Pet Products

SPECIAL PRODUCT FOCUS: 

ENTRY DOOR SCREEN PROTECTOR

Lippert, Elkhart, Ind., offers the Screen 
Defender. Inspired by RV owners with 

pets, the Screen Defender 
entry door screen 
protector by Lippert is 
a black, powder-coated 
aluminum screen that 
helps ensure pets can’t 
damage or break through 
an existing Lippert entry 
screen door – keeping 
pets safe and RVs 
protected from unwanted 
damage.

www.lippert.com 

There’s more to camping than 
meets the eye, from making 
a campsite more useful and 
enjoyable to caring for furry 
companions. Having the 
essentials to set up camp saves 
time for making memories in the 
great outdoors. This month’s 
product focus spotlights 
camping and pet products 
ranging from portable campfires 
to pet life vests. 

For more information on any 
of the products in this section, 
type the website address that 
appears below a respective 
listing into your web browser. 
Viewers of the magazine’s 
digital version can click on any 
listing to be taken directly to the 
respective company’s website.

STAKE AND GRILL

Stromberg Carlson, Traverse City, Mich., offers the Stake & Grill. From burgers 
to brats, coffee to tea – this is the way to cook when camping. The locking 
handle easily slides up and down the stake to adjust the heat and pivots 
away from the fire for loading and unloading of food. Hot dogs don’t roll off 
with the up-turned edge on the heavy-duty grill. The chrome finish cleans 
easily and stores in a heavy-duty nylon bag. Measures 15" width by 22" length 
and includes a 36" long stake. 

www.StrombergCarlson.com

COMPACT CAMP TABLE

Dometic, Stockholm, Sweden, offers 
the CMP-T4 Compact Camp Table. 
Pack one table for all outdoor needs 
with the CMP-T4 Table. Quickly 
adjustable between three height 
options (coffee table, kids table and 
dining/prep), this table comfortably 
seats four for meals and game 
nights. Constructed with an elegant 
yet resilient bamboo surface, the 
Compact Table folds down to take 
only half the width of a vehicle’s 
trunk. Combined with the integrated 
carrying handle, the CMP-T4 Table 
travels just as easy as RVers do.

www.dometic.com/en-us/outdoor

RV A F TE R M A R KE T
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Enclosed head, flat-oval-shaped bar and bracket cover for a cleaner look

Available for slide-outs ranging from 66" to 192" and with black or 
white fabric, this RV slide-out awning is designed to help meet the 
needs of your RV’s size and your personal style preferences

Helps prevent dirt, bird droppings, debris and more from falling on your 
RV slide-out. It also helps prevent water from pooling on top, so you 
don’t have to worry about damaged seals or mold formation

GIVE YOUR RV  
SLIDE-OUT AN  
EXTRA LAYER  
OF PROTECTION.

lippert.com  

Updated Look

OLD NEW

Multiple sizes & colorsReliable protection

• Heavy-duty, durable slide-out protection  
from dirt, debris and water infiltration

• Provides full coverage over the slide-out roof 
and the RV sidewall slide-out opening

• Made from cold-crack-tested 13.5 oz.  
vinyl with leak-proof, welded seams

SOLERA® 5000 SERIES  
SLIDE TOPPER

Give your RV slide-out an extra layer of protection 
from dirt, debris and the outdoor elements with 
our durable 5000 Series slide topper. Featuring 
a clean, seamless look and available in multiple 
sizes, this RV slide-out awning the perfect way  
to help prevent damage to your rig.

2022_05 - RV Pro - Lippert - Full-Page - Solera 5000 Series Slide Topper.indd   12022_05 - RV Pro - Lippert - Full-Page - Solera 5000 Series Slide Topper.indd   1 4/5/22   9:18 AM4/5/22   9:18 AM
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PORTABLE CAMPFIRE

Camco Mfg., Greensboro, N.C., presents the Big Red 
Campfire. This portable campfire is RV campground 
approved – perfect for campsites with in-ground fire 
restrictions. Take it tailgating, camping or put it out on 
the patio. Its size is convenient for wherever a fire is 
needed. There’s no more smoke, ash, mess or having to 
gather firewood. A realistic log piece and 9-1/2" diameter 
ring burner help create the natural look and feel of from-
scratch campfires. Includes a 10' propane hose for use 
with standard LP gas cylinders.

www.camco.net

IONIC AIR PURIFIER

Coleman-Mach, an Airxcel 
brand, Wichita, Kan., 
offers its iWave-M Ionic 
Air Purifier. Using cold 
plasma ion technology, 
the iWave-M Ionic Air 
Purifier removes odors from pets or cooking and kills 
airborne mold, bacteria and virus spores for cleaner, 
more comfortable coach interiors. This innovative climate 
control accessory is installed inside existing Coleman-
Mach air conditioners and ceiling assemblies, and it 
operates whenever the fan is on to break down pollutants 
and unwanted gasses lurking in an RV. 

www.airxcel.com/rv/coleman-mach/
climate-control-accessories

FIREWOOD LOGS AND STARTER

Green Mountain Firewood, Falmouth, Mass., presents 
the GMF Firewood Logs and Starter. At Green Mountain 
Firewood, the mission is to offer customers an elevated 
fire experience by providing a line of natural chemical- 
free firewood products. The company manufactures its 
products in Owensboro, Ky., using high-quality sawdust 
with no chemicals or additives. The logs are low moisture, 
produce very little smoke and are safe to cook on. The 
extrusion process kills all insects molds and fungus, 
making it safe to transport and easy to burn. 

www.greenmountainfirewood.com

RV CLOTHESLINE

ReverseMate, 
Queensland, Australia, 
presents the All-In-One 
Clothesline for RVs. It can 
be fitted to the outside 
or under the awning with 
two lines. Suits Dometic, 
some Carefree, A&E and 
Lippert rollout awnings. 
Easy to install, no drilling 
needed, made from 316 
stainless steel and will not 
rust. Stock available after 
June. Visit the company’s 
website to see how to 
install the clothesline.

www.reversemate.com

COOLER FRIDGE/FREEZER

Truma, Elkhart, Ind., presents the Truma Cooler Fridge/
Freezer. The Truma Cooler is available in eight sizes 
ranging from 30L to 105L and comes in single- and 
dual-zone models. Truma’s portable fridge/freezer is 
designed for versatile use. There is a portable fridge size 
for every car, RV, and camper, Overland 4 x 4, backyard 
kitchen, and every lifestyle. Thanks to its dual-purpose 
design, the Truma Portable Fridge and Freezer gives 
campers the power to keep food and drink chilled, ice 
cold, or frozen – all day.

www.trumacoolers.com
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INFO@TRIMLOK.COM 800-405-2966

6855 HERMOSA CIRCLE
BUENA PARK, CA 90620
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50 YEARS AND STILL GROWING!50 YEARS AND STILL GROWING!
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ELKHART, INDIANA
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GRILL AND GRIDDLE COMBO

Way Interglobal, Elkhart, Ind., presents the 17" Grill & 
Griddle Combo. Get portable with the Greystone by 
Way 17" Grill & Griddle Combo and cook delicious meals 
next to the campfire or in an RV’s outdoor kitchen. 
Interchangeable cooking surfaces switch between cast- 
iron, a grill grate and even a pizza oven with various 
levels of heat control for precise cooking. Check out the 
Greystone 17" Grill & Griddle and accessories like the 
added Pizza Oven Attachment and LP portable adapter 
at Way’s website.

www.wayinterglobal.com

PET LIFE VEST

Valterra Products, Mission Hills, Calif., offers the Valterra 
Pet Life Vests. With reflective strips, rescue handle and 
leash ring, you can go from hiking to 
playing in a river with ease. Unexpected 
currents or a tired dog can change 
things in moment. The vests are 
adjustable and have a mesh 
wraparound for comfort and 
quick drying. Comes in 
three sizes that fit dogs 
from 16 to 70 pounds 
and a girth from 15" to 
35". Now you can take 
your pups anywhere you 
adventure.

www.valterra.com

PORTABLE GENERATOR

Southwire, 
Carrollton, Ga., 
offers the 500-
watt Elite Portable 
Power Unit. Power 
your adventure 
no matter 
where you are. 
Whether camping, 
tailgating or 
tackling an 
emergency – plug 
in for instant 
power at home, on 

the road, indoors and out. Power up whenever, wherever.
www.southwire.com

PORTABLE HEATER

Enerco Group, Cleveland, Ohio, presents the Portable 
Buddy Heater. This patented radiant 4,000 to 9,000 
BTU Liquid Propane heater connects to a 1-pound 
cylinder and is the perfect solution for heating enclosed 
spaces like large RVs up to 225 square feet. The 
expertly engineered size-to-BTU ratio is augmented 
with a foldable handle to give this heater maximum 
output while retaining a minimalistic footprint. Equipped 
with the oxygen depletion sensor and accidental tip-
over safety shut-off, Encero says users can be sure that 
they will enjoy years of comfortable indoor safe heat.

www.mrheater.comC
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Continental 
www.clearcontact.com
salessupport-us@continental.com

ClearContact™ Commercial Duty Wiper Blades
Engineered for maximum performance on  
Class A, B, and C recreational vehicles.

› Available in lengths from 10” to 40”

› Choice of four blade designs for best application fit

›  Metal construction and precision cut rubber  

for durability and performance

› Designed for fast and easy installation

CO7206_RV PRO_CD Wipers Quarterpage_5-22_V1.1.indd   1CO7206_RV PRO_CD Wipers Quarterpage_5-22_V1.1.indd   1 4/6/22   4:38 PM4/6/22   4:38 PM

CONTROL
for any RV& HEAT    SOUND

(800) 274-8437
PO Box 96

 Greenwich, Ohio 44837New Distributors mention RVPRO10 to receive 10% off your first order.

www.ThermoTec.com
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GRILL AND GRIDDLE COMBO

Way Interglobal, Elkhart, Ind., presents the 17" Grill & 
Griddle Combo. Get portable with the Greystone by 
Way 17" Grill & Griddle Combo and cook delicious meals 
next to the campfire or in an RV’s outdoor kitchen. 
Interchangeable cooking surfaces switch between cast- 
iron, a grill grate and even a pizza oven with various 
levels of heat control for precise cooking. Check out the 
Greystone 17" Grill & Griddle and accessories like the 
added Pizza Oven Attachment and LP portable adapter 
at Way’s website.

www.wayinterglobal.com

PET LIFE VEST

Valterra Products, Mission Hills, Calif., offers the Valterra 
Pet Life Vests. With reflective strips, rescue handle and 
leash ring, you can go from hiking to 
playing in a river with ease. Unexpected 
currents or a tired dog can change 
things in moment. The vests are 
adjustable and have a mesh 
wraparound for comfort and 
quick drying. Comes in 
three sizes that fit dogs 
from 16 to 70 pounds 
and a girth from 15" to 
35". Now you can take 
your pups anywhere you 
adventure.

www.valterra.com

MICROWAVABLE DISH SET

Camp Casual, Clarence Center, N.Y., presents its 
new Microwaveable Dish Sets. Made from recycled 
polypropylene and all-natural wheat straw. These eight-
piece sets are microwave and dishwasher safe. Rigid, 
tough, highly versatile, BPA-free and FDA approved. 
Comes in four different colors (Boho Blue, Rustic Red, 
Mountain Sage and Driftwood). Set includes two 10" large 
plates, two 7" small plates, two 6" bowls and two 11-ounce 
tumblers. Great for travel, camping, RVing, parties, 
picnics, outdoor dining and more.

www.campcasual.com

PORTABLE HEATER

Enerco Group, Cleveland, Ohio, presents the Portable 
Buddy Heater. This patented radiant 4,000 to 9,000 
BTU Liquid Propane heater connects to a 1-pound 
cylinder and is the perfect solution for heating enclosed 
spaces like large RVs up to 225 square feet. The 
expertly engineered size-to-BTU ratio is augmented 
with a foldable handle to give this heater maximum 
output while retaining a minimalistic footprint. Equipped 
with the oxygen depletion sensor and accidental tip-
over safety shut-off, Encero says users can be sure that 
they will enjoy years of comfortable indoor safe heat.

www.mrheater.com

SCREEN DOOR PROTECTOR

DUO Form, Edwardsburg, Mich., 
offers the RV Screen Door 
Protector, providing an easy and 
affordable option to protect RV 
screen doors. Easy to use and 
install, no hardware is needed. 
Protector can be trimmed to fit 
with standard scissors making 
it compatible for all RV screen 
doors. A strong, custom blended 
plastic material ensures a pet 
can’t damage or break through an 
existing entry screen door. Cute 
paw prints offer an adorable design 
for all pet lovers and allows safe air 
flow. 24" by 27". Made in the U.S.A.
www.duoformplastics.com/duo-pets

Base
Pad  Peak

StrombergCarlson.com

Stabilize your Base
PROUDLY MADE IN THE USA

n  Block your tongue, scissor  
or stab jacks

n  Light weight, high strength 
material

n  Finger holes for easy 
handling

n 3500 lb capacity individually, 
3000 lb when stacked

n  5-1/4" x 9-1/4" stabilizer pad  
10" x 13" footprint  
8" tall or 14" stacked
JBP-813.1 Single Pack
JBP-813.2 2 Pack
JBP-813.4 4 Pack
JBP-813.5 5 Pack
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PET BOWL KIT

ObeCo, Elkhart, Ind., offers the Pet Bowl Essentials 
Kit – “purrrfect” for traveling pets, the company says. 
Cats, dogs and iguanas can have their water, food 
dish and leash neatly organized in an RV. Exceptionally 
durable to handle most day-to-day use. Mount on 
the back of a closet or cabinet doors, outside storage 
compartments or inside living areas. Having the 
Pet Set means one less thing to pack for a trip. The 
flexible net keeps items tucked tight, so no rattling.

www.organizedobie.com

RV WATER FILTER

Clearsource, Rancho Santa Margarita, Calif., offers the 
Clearsource Ultra, which uses three-stage filtering and 
NASA-developed technology to remove or reduce bacteria, 
cysts and viruses. The 5-micron first-stage filter removes or 
reduces rust and sediment. The second-stage 0.5-micron 
coconut shell carbon block filter improves taste and smell 
while removing chemicals, organic compounds and other 
contaminants. The third stage VirusGuard filter removes or 
reduces bacteria like E. coli, cysts like Giardia and viruses. 

www.clearsourcerv.com

UNIVERSAL RV STEP RUG

Prest-O-Fit Mfg., Chandler, Ariz., offers the 
Trailhead Universal Step Rug, which fits curved 
and straight 24" wide steps. The unique bristle-
like texture easily brushes away dirt and debris 
from shoes and paws, helping to preserve an RV’s 
interior. It is made of heavy-duty outdoor turf that 
is UV-protected and resistant to mold and mildew 
for all-weather durability. These rugs are simple to 
install, covering stairs for safe pet entry and exit! 
Easy to clean, simply hose off and dry.

www.prestofit.com

AMERICAN
BOLT & SCREW
We hold industry together.

AMERICAN
BOLT & SCREW

AMERICAN
BOLT & SCREW

ABSFASTENERS.COM

O� ering more than 15 million in inventory.

• Bolts
• TAP/CAP Screws
• Drywall Screws
• Machine Screws
• Nuts

• Washers
• Self Drilleng Scres
• Sheet Metal Screws
• Wood Screws
• Staples/Nails and Much More

CONTACT US TODAY!
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UNIVERSAL RV STEP RUG

Prest-O-Fit Mfg., Chandler, Ariz., offers the 
Trailhead Universal Step Rug, which fits curved 
and straight 24" wide steps. The unique bristle-
like texture easily brushes away dirt and debris 
from shoes and paws, helping to preserve an RV’s 
interior. It is made of heavy-duty outdoor turf that 
is UV-protected and resistant to mold and mildew 
for all-weather durability. These rugs are simple to 
install, covering stairs for safe pet entry and exit! 
Easy to clean, simply hose off and dry.

www.prestofit.com
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RV HARDWARE

FASTENERS
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FLYING INSECT SCREEN

JR Products, Clarence Center, N.Y., presents the Flying 
Insect Screens. Wasps, mud daubers, birds and rodents 
pose a threat to RV furnaces and/or water heaters. 
These and other pests can enter through 
vents and openings and cause 
serious damage that interfere 
with air flow in and out of 
a furnace, water heater or 
battery compartment. Help 
customers by offering them 
JR Products’ new Flying Insect 
Screens. These easy-to-install screens 
will help ensure that their furnace, water heater or 
battery compartment stays safe from costly invasion by 
unwanted pests.

www.jrproducts.net

OUTDOOR CHAIR

Kuma Outdoor Gear, 
Edmonton, Alberta, Canada, 
presents the Blue 
Plaid Lazy Bear 
Chair. This chair has 
supreme comfort and 
ample space to kick 
back and relax. With its 
full wrapping padded seat 
back, curl in for a long night 
around the fire. Durable 
600D polyester with a 
sturdy 3/4" black tube 
frame, stabilizer feet, and 
padded back and arm rests. 
Has an insulated beverage holder and phone 
pocket. A rolltop large-mouth carry bag is included. The 
chair is rated for weight capacity of 350 pounds.

www.kumaoutdoorgear.com

HOLDING TANK DEODORIZER/CLEANER

Century Chemical Corp., Elkhart, Ind., presents the Travel 
Jon holding tank deodorizers/ cleaners for RV and 
marine. The company says its Travel Jon line has been 
keeping campers happy since 1967 by quickly neutralizing 
odor causing compounds from toilet bowl to tank sensors 
and leaving a lasting, fresh scent. Along with its liquid 
formulation, the Travel Jon family includes Blue Max, an 
effervescent 3-in-1 water soluble toss-in bowl cleaner, 
and Waste Digester, a powerful blend of enzymes that 
breaks down waste, paper, grease and tank cake residue 
while regulating odors.

www.centurychemical.comb a l r v p r o d u c t s . c o m

That peace of mind 
feeling, knowing that your 

customer’s first call on 
Monday won’t be to you.

LoPro SJ24

No worries. Just camping.

SOME PEOPLE WILL SELL YOU A BOX…WE SELL EXPERTISE!
BECOME A VICTRON DEALER TODAY!

• FREE TRAINING
• FREE PROGRAMMING
• DEDICATED EXPERT
• HUGE STOCK LEVELS
• SAME DAY SHIPPING
• NET 30 TERMS
• DEALER PORTAL
• CUSTOM BUNDLES

APPLY TODAY!

(866) 419-2616
INVERTERSRUS.COM

QUICK SCAN

RVPMAY-ADS.indd   70RVPMAY-ADS.indd   70 4/15/22   3:05 PM4/15/22   3:05 PM

http://www.cruiserframes.com
https://balrvproducts.com


70 • RV PRO • May 2022 rv-pro.com rv-pro.com May 2022 • RV PRO • 71

PLATE, CUP, AND CUP HOLDER 

Bethrick, Slinger, Wis., presents GreatPlate Square. 
GreatPlate Square is suitable for parties, barbecues, picnics, 
camping or traveling. The sturdy 10" plate, cup and cup 
holder gives food and drink a secure base indoors or out, 
on the couch, on the floor, in a car, at the beach, on a boat 
or even in a pool. It also functions as a serving platter for 
appetizers, snacks, or desserts. The beverage holder is 
designed to fit the 20-ounce GreatCups, but also fits cans, 
bottles, and wine glasses.

www.greatplate.com

STOVETOP OVEN

Omniasweden, Chicago, presents the Omnia 
stovetop oven. With the Omnia, users can make 
fresh-baked bread and oven dishes directly on 
the stovetop. Omnia is easy-to-use, lightweight, 
compact, and requires no installation.

www.omniasweden.com

SOME PEOPLE WILL SELL YOU A BOX…WE SELL EXPERTISE!
BECOME A VICTRON DEALER TODAY!

• FREE TRAINING
• FREE PROGRAMMING
• DEDICATED EXPERT
• HUGE STOCK LEVELS
• SAME DAY SHIPPING
• NET 30 TERMS
• DEALER PORTAL
• CUSTOM BUNDLES

APPLY TODAY!

(866) 419-2616
INVERTERSRUS.COM

QUICK SCAN
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WI-FI THERMOSTAT

Micro-Air, Allentown, N.J. – the 
EasyStart and EasyTouch RV people 
– offers the EasyTouch RV, the only 
Wi-Fi thermostat. The company says 
statistics show 65 percent of RVers 
travel with pets and 50 percent 
travel with dogs. Pet owners love their 
animals and the EasyTouch RV. Micro-
Air says it’s the only aftermarket 
thermostat that offers alerts and 
remote-control cabin comfort via 21st 
Century technology. Features large 
color touchscreen, every button lit and Wi-Fi/Bluetooth control to boot. 

www.microair.net

BIKE RACK

Swagman Racks, Penticton, British Columbia, Canada, offers the Dispatch 
RV-approved Bike Rack. The Swagman Dispatch is a feature-packed hitch 
mount bike rack that carries up to two bikes. It features locking hooks to 
secure your bike and ratcheting wheel straps to aid in retention. It’s also RV-
approved, which means it’s been engineered to withstand the extra force of 
being used on the back of a trailer, keeping bikes safe and secure. 

www.swagman.net

OUTDOOR LOUNGER

GCI Outdoor, Higganum, Conn., presents 
the Legz Up Lounger, the company’s latest 
chair to showcase Legz Up Technology – a 
feature that allows users to raise and lower 
the leg rest without adjusting the backrest 
angle. A mesh panel in the backrest allows for 
continual airflow, while the ability to recline 
the chair to one of four positions adds to 
the overall comfort of the Legz Up Lounger. 
Additional features include a head pillow, 
beverage holder, phone pocket and backpack 
straps for easy portability.

www.gcioutdoor.com
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Mix & match any of these DISH Outdoors receivers
and get a FREE Wally!

Purchase any combination of 3 receivers listed above and receive 1 free DISH Wally HD Receiver. Maximum of 50 FREE
units per customer. Online resellers excluded from promotion. Redemptions must be sent in by October 15th, 2021.

●   World’s smallest mobile
   receiver
●   Brings the full HD
   experience to your
   customers
●   Built-in apps and a suite
   of available accessories

DISH Wally HD
Receiver
P/N: MOBILE-WALLY

$9900

●   Upgrades the Wally with
   one of its most popular
   accessories
●   Records up to 100 of hours
   of HD content for on the
   go viewing
●   No Wi-Fi needed

DISH Wally &
DVR Bundle
P/N: WALLY-DVRBUNDLE

$17999

To claim o�er, just fill out a redemption form available here at: Dishoutdoors.com/Dealer-Rebate

●   Extension of the Hopper
   receiver
●   Multi-room content
   sharing HD DVR service
●   Wireless, no running cords
●   O�ers on-demand and
   recorded content

DISH Wireless
Joey Receiver
P/N: DN010134

$9999

●   Supports HD and 4K
   resolution at 3D and
   1080p/2160p
●   2 TB hard drive with DVR
   recording capabilities
●   16 tuners to support
   simultaneous recording

DISH Hopper
DVR Receiver
P/N: DN012921

$34999

Get a FREE DISH
Wally® HD Receiver
When you buy any 3 DISH Outdoors receivers.

LIMITED TIME OFFER: May 1st - June 15th

$ 99
 Value
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RV I N S I G HT

Regardless of where your finance department 
is now, there is always room for improve-

ment and growth. It all comes down to the three 
P’s: People, Process and Products.

People: Your personnel must want to improve 
– and they must want to be a part of the vision 
for the future. If they are happy with their cur-
rent paycheck and do not need more, chances 
are they will not try new things and they will 
remain where they are. Is that attitude what is 
best for your dealership?

As senior management, you can always change 
the pay plan. However, it is my opinion that all 
you will succeed in doing is forcing the employee 
to quit and have bitter feelings about you and 
the dealership.  

Perhaps you can have a job review and explain 
that growth requires people who wish to improve 
and expand their opportunities. Take the oppor-
tunity to share with the employee what your 
expectations are of their performance.

Einstein was right – if we do the same things 
the same way there will be no change in the 
results. Something has to change, and imple-
menting new ideas and new processes – while 
being a bit scary – also can be exciting, especially 
when the team moves forward as one.

Grow your finance personnel by hiring a 
billing clerk to learn the documentation and 
computer entry. Get them up to speed so that 
they can handle a closing, if need be, or a first 
visit and receipting in the initial payment, if the 
need arises. As time moves forward, this person 
should be willing and able to present ancillary 
products to the customers when the opportunity 
presents itself. 

F&I Training Should be On-Going
Everyone needs encouragement and coaching 

from time to time. Training is not a one-time 
event. Education is ongoing and should be con-
sidered as such. The market is constantly evolving 

and the way you do business needs to change 
with the market.

In the past, many dealerships seemed to have 
a business practice that allowed the sales per-
sonnel to print the purchase order with all the 
final sales figures and give that to the customers. 
The sales representative also collected the check 
for the initial payment.  

What has this practice done to the produc-
tivity of the finance department?

Many of the customers leave the dealership 
without meeting with the finance department 
representative (also known as the sales business 
office). That results in the sales department 
arming the customers with all the information 
they need to go shopping for funding … which 
is what they do from the comfort of their homes 
using their computer, returning on delivery day 
with a check made out to the penny – with no 
ancillary products included.

The finance personnel might receive the deal 
jacket anytime from the next day to the next 
week and are told it is a cash deal. The reality is 
that is it cash from somewhere else – maybe a 
credit union, maybe a local bank, or maybe the 
customer sold stocks or bonds or other assets to 
make this purchase.

The finance team should be viewed as the 
cashier for the sales department – and most of 
the time no customer should leave the dealership 
without meeting with the finance personnel first. 

All purchase orders should be prepared by 
the finance department. All initial payments 
should be taken and receipted by the finance 
department. 

This activity ensures 100 percent turnover 
from sales to the finance department at the point 
of commitment to purchase. This is essential 
if the finance department is going to flourish.

The finance team must have every oppor-
tunity to share the finance opportunity to each 
and every sales department customer.

Growing Your 
Finance Department
To make the most of your finance operation, it’s important to 
remember the three P’s: People, Process and Products.

By Jan Kelly

Jan Kelly is the 
president of Kelly 
Enterprises. She 
is an educator 
and consultant, 
convention speaker 
and writes frequently 
for industry 
publications. For 
information about 
educational venues 
or joining an F&I 20 
group, call 800-
336-4275 or visit 
www.JLKelly.com.
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Growing Your 
Finance Department

All About the Second P
Process: Time has shown that the sales 

price and trade-in figures still need to be 
approved by the sales manager, in addition 
to the amount of the initial payment from 
the customer.  

RVs are considered a luxury item and 
the lenders all like equity at the beginning 
of the loan. Monetary investment in the 
purchase is critical for securing financing, 
providing a payment that is budget-friendly 
and allowing room in the financing for 
ancillary products and services.  

The sales department should always be 
asking for at least a 20 percent investment 
in the purchase from the customer, and 
more if possible.  

The days of zero down and 90 days 
to first payment must be viewed in our 
rearview mirrors, as those terms simply 
cannot be seen through the front wind-
shield. Simply said, they are in our past 
– not our future.

Meanwhile, many of the deals are cur-
rently being closed over the telephone or 
over the internet. Again, the sales figures 
must be approved by the sales manager.  

When the deal is approved, the sales 
associate must quickly complete their CRM 
data entry and get the deal to the finance 
department as soon as possible – hopefully 
within 10 minutes.

Why is this essential for the deal?  
The customer will be shopping for 

funding within 10 minutes of making a 
commitment to purchase. Every credit 
application they complete may lower their 
credit score.

The best safety for the deal is to get the 
deal to finance, so that they may contact 
the customer and arrange to assist them 
in securing funding for the purchase. By 
turning the deal to finance, you eliminate 
another loan officer from reviewing the 
sales figures.  

Have you ever lost a deal or gross profit 
from an unqualified loan officers telling the 
customer they paid too much for the unit 
or that the trade was worth more? Bank 
branches and credit unions are filled with 
loan officers who are not specialist in the 
current RV marketplace.  Granted, the cur-
rent NADA guide is very advantageous to 
us right now, but it will not always be so. 

Like I tell folks, the NADA is a guide – 
not a Bible. The laws of supply and demand 
determine the marketplace values. Unless 
you are in the market every day, you cannot 
keep up with all the nuances that seem to 
change daily.

Here are some basic reasons for turning 
the customer and deal to your in-house 
finance specialist:

“ Einstein was right – if we do the 
same things the same way there 
will be no change in the results. 
Something has to change, and 
implementing new ideas and 
new processes – while being a 
bit scary – also can be exciting, 
especially when the team moves 
forward as one.”
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1) Secure the sale
2) Protect the front-end profits
3) Build customer retention
4) Provide the customer with the least 

amount of collateral for the loan
5) Provide an opportunity for the cus-

tomer to protect their RVing budget
6) Provide a one-stop shop = increased 

convenience for the customer
7) Complete all the legal documen- 

tation for the sale
8) Maintain a proper audit trail for 

the transaction
9) To possibly secure financing for 

someone with bruised credit. (Not 
everyone has stellar credit.) Your dealership 
may have ties to other finance resources 
that the customer may not have. Give your 
finance department every opportunity to 
help you make a sale.

10) To maximize every income stream 
for the dealership

Proactive Phone Calls Can Help 
Seal the Deal 

Here is an example of how to handle 
phone calls with customers preparing to 
finalize terms of a sale, including assisting 
them with securing financing.

Sales associate: “Congratulations, you 
have purchased a ____________. As you 
know, there is always some documentation 
and title work that needs to get completed. 
The documents will be prepared by our 
sales business office and will be sent to you 
via DocuSign. 

“Our business manager is currently 
with a client and will call you shortly to 
review those documents and help you with 
arrangements for the initial payment. At 
what number may she reach you at in about 
30 minutes?”

This telephone introduction congrat-
ulates the customer for the purchase, wel-
comes them to your family of customers, 
and lets them know you have a profes-
sional at the dealership who will assist 
them in funding, in securing the initial 
payment and in completion of the sales 
documentation.

The file must get to the finance depart-
ment ASAP so that the customer contact 
can be made in a timely fashion.

The Third & Final P 
Products: While the RV industry has 

traditional ancillary benefits and products, 
there always seems to be something new 
or improved to present to each and every 
customer. Those benefits include, but are 
not limited to, service agreements, tire and 
rim policies and products, roadside assis-
tance and guaranteed asset protection, in 
addition to various tracking devices.

Dealerships should require their venders 
to provide written proof that their insur-
ance-related policies and products are 
authorized to do business within the state 
that the dealership is located in. This 
should be written authorization from the 
state department of insurance and it should 
be renewed annually. The department of 
insurance oversees service agreements, tire 
and rim polices, and GAP.  

While the vender’s representatives 
still tow the company line that they are 

approved, nothing is wrong with asking 
for written verification. After all, finance 
has a duty to protect the dealership and 
limit the liability to as close to zero as 
possible.

If your dealership is not selling protec-
tive coatings, it definitely should. This is a 
product that not only protects the sold unit 
resale value, but it also protects your future 
used inventory, and allows the customer 
to spend more time enjoying their coach 
and less time cleaning. It also provides an 
income stream for the finance department 
that is real profit, non-cancellable.

Making money is key, and so is retaining 
it. Therefore, let’s visit the topic of income 
mix for the finance department. In order 
to minimize the post-profit from early can-
cellations, the department’s profit must be 
spread out among the ancillary products.

• Finance reserve should not exceed 30 
percent of the total finance revenue

• Insurance products should not exceed 
more than 35 percent of the finance revenue

• Non-cancellable (i.e., protective coat-
ings and tracking devices) should be at least 
35 percent of the finance revenue

A 3 to 5 percent cancellation in finance 
is what I consider to be normal, because 
most folks trade in their units at three to 
four-and-a-half years down the line. This 
fact alone will generate some cancellations.  

When the cancellations exceed 5 per-
cent, it’s worth investigating why that is. 
Is the customer trading the units in? Is the 
customer selling the unit themselves? Did 
the customer re-finance? If so, when did 
they do that? 

Finance should contact every customer 
that pays off their loans early, to say thank 
you and to inquire about the disposition 
of the RV.  

If the customer sold the unit, the sales 
business office could be instrumental in 
transferring the benefits to the next buyer. 
That would save a cancellation. It would 
also give the dealership a chance to create 
a relationship with a new customer.

Your sales business office is essential 
in building customer retention and in 
building dealership profitability.  
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Each month RV PRO offers 
readers resources to enrich 
and expand their business 
with great products and 
services from our 
advertisers.  
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approved, nothing is wrong with asking 
for written verification. After all, finance 
has a duty to protect the dealership and 
limit the liability to as close to zero as 
possible.

If your dealership is not selling protec-
tive coatings, it definitely should. This is a 
product that not only protects the sold unit 
resale value, but it also protects your future 
used inventory, and allows the customer 
to spend more time enjoying their coach 
and less time cleaning. It also provides an 
income stream for the finance department 
that is real profit, non-cancellable.

Making money is key, and so is retaining 
it. Therefore, let’s visit the topic of income 
mix for the finance department. In order 
to minimize the post-profit from early can-
cellations, the department’s profit must be 
spread out among the ancillary products.

• Finance reserve should not exceed 30 
percent of the total finance revenue

• Insurance products should not exceed 
more than 35 percent of the finance revenue

• Non-cancellable (i.e., protective coat-
ings and tracking devices) should be at least 
35 percent of the finance revenue

A 3 to 5 percent cancellation in finance 
is what I consider to be normal, because 
most folks trade in their units at three to 
four-and-a-half years down the line. This 
fact alone will generate some cancellations.  

When the cancellations exceed 5 per-
cent, it’s worth investigating why that is. 
Is the customer trading the units in? Is the 
customer selling the unit themselves? Did 
the customer re-finance? If so, when did 
they do that? 

Finance should contact every customer 
that pays off their loans early, to say thank 
you and to inquire about the disposition 
of the RV.  

If the customer sold the unit, the sales 
business office could be instrumental in 
transferring the benefits to the next buyer. 
That would save a cancellation. It would 
also give the dealership a chance to create 
a relationship with a new customer.

Your sales business office is essential 
in building customer retention and in 
building dealership profitability.  

REESE® Sidewinder™ 

Pin Box - 68220 

The ultimate 
short bed 
towing solution
Automatically make up 
to 90-plus degree turns*, 
while eliminating clearance 
headaches, without ever 
having to exit your vehicle.

* Not all vehicle and trailer combinations will allow 90-plus degree turns.
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PRODUCT HIGHLIGHTS

Reach more 
RV Pros!

rvdealerprotraining.com

RV SeRVice

 ADViSOR & MAnAgeR

TRAining WORkShOpS

results@dealerprotraining.com 

TM

888.553.0100

ADViSOR $995
May 2nd — 3rd

MAnAgeR $1,495
May 4th — 6th

LiMiTeD SeATing!

Buy 2 or 
more seats 
and save  
up to 50%!

DPRO-405RVWorkshopsHighlightsAd2_25x4_875RVP.indd   13/24/22   4:43 PM

WHENEVER, WHEREVER, WE MAKE  
YOUR EXPERIENCE BETTER

BRING YOUR PET ALONG  
FOR THE ADVENTURE

lippert.com  

Bring your pet along with you 
without worrying about them 
getting out of the RV or damaging 
your Lippert screen door*.

SCREEN DEFENDER™

SCREEN PROTECTOR

• Solid, aluminum screen

• Black powder-coated

• Locks into existing  
channels of screen door

• Easy, DIY installation

• 1-year warranty

*Only compatible with  
Lippert entry doors
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Up to 12,000 lb Capacity
Highest Capacity

Integrated
Tow Brake

A Tow Bar That Shows Your National Pride!

Are Your Tow 
Bars Completely 
Made In America?

Visit thetford.com to learn more

Powered by
Enzymes

Holding Tank Treatment

Intelligent Features and 
TECHNOLOGY

2021 Aeroplex Drive 
North · Elkhart, IN 46514 

877.294.8997  
wfcoelectronics.com

WF-5220 INVERTER

WFCO’s 2000 watt WF-5220 inverter delivers 
outstanding performance. The internal 
transfer system automatically allows the 

AC input to bypass the inverter when the 
inverter is connected to an AC power 

source. Other important features include 
pure sine wave output, providing the hi-tech 

filtering needed for premium electronics 
and refrigerators, plus an easy hi-pot  

testing design which allows hi-potting 
output circuits through the inverter. 
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USA
MADE IN 

Cleaner, better-tasting water 
anywhere you go

PRIMARY LOGO:
CAN ADD SLIGHT DROP SHADOW BEHIND LOGO

LOGOS BILINGUAL:

WORDMARK:

FONTS:

CAMCO STYLE GUIDE
TASTEPURE V.20210129

PRIMARY FONT: TIMES NEW ROMAN BOLD (WHEN USING WORD “TASTEPURE” ONLY

WHEN WRITING TASTEPURE IN BODY COPY USE TIMES NEW ROMAN BOLD IN THIS FORMAT

A B C D E F G H I J K L M N O P Q R S T U V W X Y Z

Introducing the new TastePURE® water filters that......

BODY FONT: PROXIMA NOVA BOLD, SEMI-BOLD & MEDIUM

A B C D E F G H I J K L M N O P Q R S T U V W X Y Z
A BCD E F GH I J K LMNOPQR S T UVWXY Z
A B C D E F G H I J K L M N O P Q R S T U V W X Y Z

LOGO COLOR VARIATIONS:

COLOR: SECONDARY COLORS:

PANTONE P PROCESS CYAN C

CMYK 100 0 0 0

CMYK 100 73 42 32

CMYK 0 0 0 90

®

®MD

WORDMARK BILINGUAL:

For more information, please visit 
www.camco.net

PREMIUM
RV Water Filters

40019 Camco XL Water Filter

40043 Camco Water Filter 
 40045 2-PACK Camco Water Filter
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PRODUCT HIGHLIGHTS

www.rv-pro.com

Reach more 
RV Pros!

Media 
Consultant

Rebecca 
Tittel  

EMAIL ADVERTISING 
INQUIRIES TO:

rtittel@nbm.com
(800) 669-0424 ext. 256
720-566-7256

Intelligent Features and 
TECHNOLOGY

2021 Aeroplex Drive 
North · Elkhart, IN 46514 

877.294.8997  
wfcoelectronics.com

WF-5220 INVERTER

WFCO’s 2000 watt WF-5220 inverter delivers 
outstanding performance. The internal 
transfer system automatically allows the 

AC input to bypass the inverter when the 
inverter is connected to an AC power 

source. Other important features include 
pure sine wave output, providing the hi-tech 

filtering needed for premium electronics 
and refrigerators, plus an easy hi-pot  

testing design which allows hi-potting 
output circuits through the inverter. 
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PROUDLY MADE IN THE USA

Base Pad
Leveler
WITH CHOCK AND ANTI-SLIP MAT

Simplify the  
leveling challenge!

StrombergCarlson.com

NEW

JBP-C300 Single Pack
JBP-C302 2 Pack

n  Adds up to 4” lift

n  Supports 30,000 lb

n Shorter length for 
compact storage 

n Curved edges for 
easier removal 
between wheels
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ADCO Products Inc 49 www.adcoprod.com

Air Lift Co 45 www.airliftcompany.com
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American Bolt & Screw 68 www.absfasteners.com
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DealerPro Training 78 www.rvdealerprotraining.com
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EQ United 05 www.equnited.us
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Graphix Unlimited 10, 27 www.graphixunlimited.com
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Inc dba GE Appliances 51 www.geappliances.com
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77 www.horizonglobal.com

Icon Technologies Ltd 13 www.icondirect.com

Inverters R Us 71 www.invertersrus.com

KING 32B, 78 www.kingconnect.com

LaVanture Products Co Inc 31 www.lavanture.com
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78 www.lci1.com
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NSA RV Products Inc 78 www.readybrake.com

NTP-STAG IFC, 10 www.ntpstag.com

Pace Intl 73 www.dishoutdoors.com

Patrick Industries Inc 10, 25 www.patrickind.com

Pinnacle Appliances 76 www.pinnaclecombos.com

Protective Asset Protection 
Division IBC www.protectiveassetprotection.com

Richloom Fabrics Group 39 www.richloom.com

Rieco Titan Products Inc 37, 77 www.riecotitan.com

RV Women’s Alliance/RVWA 10, 19 www.rvwa.org

Samlex America 44 www.samlexamerica.com

Skypoint Transit FC www.skypointtransit.com

Southwire Co 33 www.southwire.com

Specialty Recreation Inc 50 www.specrec.com
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Thermo-Tec 66 www.thermotec.com
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Thor Industries dba Heartland 
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RV Co 10 www.keystonerv.com

Thor Industries Inc 10, 11 www.thorindustries.com
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TowMate LLC 77 www.towmate.com

Trim-Lok Inc 65 www.trimlok.com

Truck System Technologies 
Inc 61 www.tsttruck.com
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Valterra Products Inc 37 www.valterra.com
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Working together, protecting more.
With 60 years of F&I experience, Protective Asset Protection has a history of 
helping dealerships drive profitability and customer satisfaction. We provide F&I 
training on-site, online and in the classroom, and our easy-to-use online tools 
help you manage your business and serve your customers. Working together, 
Protective Asset Protection can help you protect more and grow your business. 
Because at Protective, our name means what it says.

Dealerships or agencies looking to leverage our F&I experience, contact us:  
888-276-0195 | protectiveassetprotection.com

XtraRide®, RpmPlus & NorthStar RV Service Contract Programs  |  Dealer Experience Refund & Reinsurance Programs  
Protective DOWC RV Program  |  Post Sale & Renewal Programs  |  F&I Training & Technology  |  Unparalleled Service & Support

An RVDA endorsed product or service is one that has been extensively evaluated by the RVDA to assure quality, dependability and overall value. RVDA and the RVDA Education Foundation receive compensation from a Protective company for business generated by RV dealers. 
The Protective logo and service mark on this advertisement are property of Protective Asset Protection, Inc. and are protected by copyright, trademark and/or other proprietary rights and laws. The Protective logo and trademarks are owned by Protective Life Insurance Company.
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http://www.protectiveassetprotection.com


blueox.com 800-228-9289

• Rotating latches with clamp-on brackets for quick setup 

• Caster in the hitch head constantly centers the trailer 

• Spring bars augment the suspensions of the tow vehicle & trailer

• Backup without disconnecting

Available tongue Weights:

350, 550, 750, 1000, 1500, 2000 lbs.

Available tongue Weights:

600, 800, 1000, 1300 lbs.

• Rigid L-brackets provide additional points of friction 

• Caster in the hitch head constantly centers the trailer 

• Spring bars augment the suspensions of the tow vehicle & trailer

• Backup without disconnecting

RVP_BLUO_2205A.indd   1RVP_BLUO_2205A.indd   1 4/15/22   10:40 AM4/15/22   10:40 AM

https://blueox.com

	RECOV
	RVPMAYIFC
	RVPMAY001
	RVPMAY002
	RVPMAY003
	RVPMAY004
	RVPMAY005
	RVPMAY006
	RVPMAY007
	RVPMAY008
	RVPMAY009
	RVPMAY010
	RVPMAY011
	RVPMAY013
	RVPMAY014
	RVPMAY015
	RVPMAY016
	RVPMAY017
	RVPMAY018
	RVPMAY019
	RVPMAY020
	RVPMAY021
	RVPMAY022
	RVPMAY023
	RVPMAY024
	RVPMAY025
	RVPMAY026
	RVPMAY027
	RVPMAY028
	RVPMAY029
	RVPMAY030
	RVPMAY031
	RVPMAY032
	RVPMAY032A
	RVPMAY032B
	RVPMAY033
	RVPMAY034
	RVPMAY035
	RVPMAY036
	RVPMAY037
	RVPMAY038
	RVPMAY039
	RVPMAY040
	RVPMAY041
	RVPMAY042
	RVPMAY043
	RVPMAY044
	RVPMAY045
	RVPMAY046
	RVPMAY047
	RVPMAY048
	RVPMAY048A
	RVPMAY048B
	RVPMAY049
	RVPMAY050
	RVPMAY051
	RVPMAY052
	RVPMAY053
	RVPMAY054
	RVPMAY055
	RVPMAY056
	RVPMAY057
	RVPMAY058
	RVPMAY059
	RVPMAY060
	RVPMAY061
	RVPMAY062
	RVPMAY063
	RVPMAY064
	RVPMAY065
	RVPMAY066
	RVPMAY067
	RVPMAY068
	RVPMAY069
	RVPMAY070
	RVPMAY071
	RVPMAY072
	RVPMAY073
	RVPMAY074
	RVPMAY075
	RVPMAY076
	RVPMAY077
	RVPMAY078
	RVPMAY079
	RVPMAY080
	RVPMAYIBC
	RVPMAY-BC

